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‘I’m the doctor now, daddy!”’ 


plan. The Family Income Plan is ex- 
tremely flexible and can also be con- 
verted to permanent insurance without 


“Well, not just yet, Son,” you answer 
him. “You can’t become a doctor over- 
night—or a lawyer or an engineer for 
that matter. It takes time. It takes 


work.” 


And—it takes money, you say to 
yourself, making a silent promise to 
do your share toward helping his 
dream of a career come true. It’s a 
big job. But it can be a worry-free job 
thanks to Union Central’s Family 
Income Plan. 


This unique plan answers the ques- 
tion of what would happen during 
your children’s most dependent years 
should something happen to you. It 
answers the question by means of a 


special income feature which can pro- 
vide $10, $20 or $30 per month for 
each $1,000 of the basic policy. 


Thus, for example, if you have a 
$10,000 Term-to-65 Policy, you can 
attach a rider to provide an income 
up to $300 a month for your family 
until the children are grown—and you 
set it up for 10 years, 15 years or 20 
years. At the end of that time, your 
permanent insurance is paid, intact, 


to your beneficiary. 


And here’s an important point. You 
don’t pay premiums for the full term 
of the Family Income Plan. Premiums 
are payable for only 7 years on the 10 
year plan, only 12 years on the 15 year 
plan, and only 16 years on the 20 year 


further medical examination. The 
Family Income Plan is the Union 
Central way of making insurance 
dollars stretch farther than ever before! 


2 2 oe ° 


The Union Central agent has a plan 
to meet every life insurance need. He 
has contracts ranging from Non- 
Convertible Term, the lowest premium 
policy of all, to Single Premium En- 
dowment, the highest. Through these 
modern, liberal policies, he can pro- 
vide the finest possible life insurance 
coverage for applicants from birth to 
age 65, inclusive. 


The Union Central Life Insurance Company 


CINCINNATI, 


OHIO 
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“Ever notice how they praise a young man — call him smart, aggressive, 
independent, a ‘live wire’? Let him put a lot of years behind him, and 
the same traits become ‘cantankerous.’ Well — I figure it’s just plain 
unnatural for a fellow like me — who's run his own life for half a * 


¢ 
century to play second fiddle to young folks with young ways. If the 


grandchildren get in my hair, I go back to my own place. If cold winds 
become disagreeable, I go and fish in the sun. Thanks to luck, hard 
work and a persistent life insurance salesman with a smart Retirement 
Insurance Plan — I can afford to be cantankerous. Funny thing, too 


... my kids seem to /ike me that way!” 





ATNA LIFE INSURANCE COMPANY ' 
HARTFORD 15, i fam) | CONNECTICUT 
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Stampede to Buy 
Pension Programs 
Before Deadline 


Employers Fear Delay 
May Bring Clash with 
Wage Controls 


By A. A. HOEHLING 


NEW YORK—tThere seems to be 
something of stampede on the part of 
prospects for pension plans to get in 
under the wire, before the wage stabili- 
zation program makes it difficult or per- 
haps impossible to institute such pro- 
grams. 

Pension planners, particularly those 
who have been writing medium sized 
groups, report that they have been 
swamped with business in the last few 
weeks. Their clients apparently feel it 
is the last chance for such contracts. 

One New York specialist has been 
keeping half of his staff working nights 
since the first of the year. He closed 
his office door one midnight recently 
with the remark, “There’s $32,000 for 
this day’s work.” 


Apprehensive About Freeze 


In the entire employe benefit field 
there still exists apprehension as to 
whether such benefits will be frozen 
along with wages. Unlike the situation 
in the last war, “fringe” benefits are 
specifically included in the present wage 
stabilization act but many have hopes 
that a way will be found to permit them 
to be added or increased, particularly in 
cases where it could be shown that such 
action would merely serve to bring a 
corporation’s practice in this field into 
line with other firms in the same type 
of business. 

There are provisions which would 
have the effect of outlawing pensions, 
group, A. & H. and all the other fringe 
benefits. 

Although most agents at least like 
to believe that these provisions will not 
be invoked, they nevertheless have to 
plan their strategy with the possibility 
in mind that the worst can happen. 
Some feel that if these provisions are 
put into effect, there would be such an 
outcry that they would again be 
rescinded in a few months, at least with 
respect to pensions. 


Open Saturdays and Sundays 


On the other hand, others who do the 
bulk of their business in this presently 
lucrative fringe field declare they would 
€ put out of business, and see no hope 
of letup for a long time once the pro- 
visions are set in motion. 

One such writer, David Marks, gen- 
eral agent New England Mutual, New 
ork City, says that his agency is ex- 
Periencing the greatest rush of busi- 
ness he has seen since 1943. His office 
has been open even Saturdays and 
Sundays, 

Group writers are expecting heavy in- 
creases in existing life, A. & H., and 
hospitalization coverages as well as an 
milux of new business as the defense 
machine begins to turn—but it. still 
seems a trifle early for the trend to 
manifest itself. 

few large agencies report they have 

already been approached by aircraft 

Companies and clients of similar size to 
(CONTINUED ON PAGE 20) 


Peak Year’s Results Are Record 1950 Sales 
Shown in 1950 Statements Beat Estimates by 


AMERICAN MUTUAL LIFE 


American Mutual Life of Des Moines 
had its best sales year in 1950 with 
$22,394,254 of new life insurance paid 
for. Total insurance in force reached 
$146,034,549. Payments to policyholders 
and beneficiaries were $2,518,644. Assets 
stood at $41,376,864 and surplus at 
$2,721,470. Net interest return on in- 
vested assets averaged 3.52%. 


BUSINESS MEN’S ASSURANCE 


Business Men’s Assurance reports 
gains for 1950 in all of its operations. 
New paid life insurance totaled $118,944,- 
894, a gain of 17.2% over 1949, and in- 
surance in force increased $58,706,133, 
bringing the total in force figure to 
$471,443,758. This represents a gain of 
14.2%. 

A. & H. premium income was $12,- 
453,427, up 7.6%. Total premium in- 
come reached $24,645,907, and _ total 
income for the year was 28,896,495. 

Assets increased $8,622,061 to bring 
the total to $89,700,150, the greatest in- 
crease ever experienced. Benefits paid 
in 1950 were $11,895,228. 








COLUMBUS MUTUAL 

New business written in 1950 by 
Columbus Mutual totaled $37,927,598, 
a gain of 28% over 1949. Insurance 
in force increased 21% and_ totaled 
$273,822,825. Assets reached $83,396,766. 
The average net interest on invested 
assets was 3.48% as compared to 3.43% 
a year ago. During the year $1,358,547 
was paid to beneficiaries and $2,489,729 
was paid to living policyholders. 





CONNECTICUT MUTUAL 


Connecticut Mutual broke its mark 
for new life insurance during 1950 with 
a total of $241,635,957, an increase of 
14.5% over 1949 and 7.5% over the pre- 
vious record year, 1947. Insurance in 
force crossed the two billion mark dur- 
ing the year to stand at $2,111,696,076. 
The net return on assets during 1950 
was 3.64% as compared with 3.55% for 
1949, the third consecutive year of in- 
vestment improvement. 

The dividend scale will be continued 
for another year and the $12,180,000 
set aside for dividends to be paid in 
1951 represents the largest such amount 
in company history. Total assets of 
the company at the end of the year 


were $837,199,422. During the year 
$15,008,148 was paid in death claims 
and $20,446,347 was paid to living 


policyholders for matured endowments, 
annuity payments and surrender and 
disability benefits. There was $11,333,- 
404 paid in dividends to policyholders 
and $16,980,507 paid from proceeds of 
policies and funds left with the com- 
pany. On 13 cases totaling $138,770 
insured was reported dead or missing in 
action in Korea. 


CONFEDERATION LIFE 

Confederation Life placed new life in- 
surance of $114,861,908 on the books 
in 1950, bringing life insurance in force 
to $1,111,682,299, of which $216,240,293 
was group insurance. The company paid 
out death benefits of $5,796,741 and pay- 
ments to living policyholders of $13,609,- 
460. The new business last year repre- 
sented an increase over the previous 
year’s figures of $4,802,011. Annual pre- 
miums for group A. & H. coverages 
total $3,516,247. 


GUARDIAN LIFE 

A record new paid business of $106,- 
548,439 was written in 1950 by Guardian 
Life, exceeding by 34% production in 





1949. A gain of $66,684,252 in insurance 
in force, also a record, brought total in 
force on Dec. 31 to $898,831,544. 

Increases over 1949 were recorded by 
53 of Guardian’s 60 agencies. Leader 
was the  Spaulder-Warshall-Schnur 
agency at New York City. 





MANUFACTURERS LIFE 


Manufacturers Life new business ex- 
ceeded $179 million, constituting a new 
record and an increase of 14% over 
1949. Business in force exceeded $1,309,- 
000,000. Assets amounted to $413,853,- 
443, an increase of $35,500,000, The 
ratio of actual to expected mortality 
was 45% compared to a ratio of 48% 
in 1949. 


MINNESOTA MUTUAL 


Minnesota Mutual showed a gain of 
$88,222,307 in insurance in force in 1950, 
bringing the total to $721,835,646. As- 
sets amounted to $126,069,510 as com- 
pared with $114,902,189 in 1949. Sur- 
plus gained $616,717 to total $6,860,604. 
Policyholders were paid $7,450,185 while 
death payments amounted to $3,280,019. 








NATIONAL LIFE OF VERMONT 


New life insurance sold by National 
Life of Vermont during 1950 amounted 
to $122,688,000. The company’s interest 
earnings for 1950 averaged 3.42% net 
before federal income taxes as compared 
to 3.38% in 1949. Assets increased 
6.8% to $452,819,881. Surplus was in- 
creased by $1,805,055 to a total of 
$21,922,196. There has been $6,850,000 
set aside to pay dividends on an in- 
creased scale during 1951, the largest 
sum allotted in history. 





NORTH AMERICAN, CHICAGO 


North American Life of Chicago had 
a record year in 1950 with agents pay- 
ing for $21,079,000 to bring life insur- 
ance in force to $137,262,585. A. & H. 
premiums exceeded the half-million 
mark in 1950, an increase of 94% over 
1949. Assets were at $27,328,057, a gain 
of 7.6%. The rate or return on assets 
reached 3.43% for 1950. Surplus gained 
$251,916. 

Directors voted to increase the capital 
to 500,000 shares by issuing to stock- 
holders of record Jan. 30, additional 
shares equal to the number owned on 
that date. A dividend of 5% was de- 
clared on the 250,000 outstanding shares 
payable Feb. 5 to stockholders of 
record Jan. 29, and a dividend of 5% 
was also declared on the 500,000 shares 
outstanding, payable on Aug 6, 1951 
to stockholders of record July 30, 1951. 
The action increases the capital to $1 
million and capital and surplus to $2,- 
243,642. 





PHOENIX MUTUAL LIFE 

New business of Phoenix Mutual 
Life in 1950 was $103,427,000. Insurance 
in force increased $51,226,000 to total 
$1,117,286,000. Payments to policyhold- 
ers and beneficiaries were $26,912,000, 
the highest ever. Assets reached $541,- 
595,024 and surplus, in addition to con- 
tingency and other reserves, $26,005,440, 
an increase of $2,068,000. 





TRAVELERS 

Life insurance paid for in Travelers 
in 1950, exclusive of group increases and 
additions, amounted to $970,991,000, a 
gain of $252,598,000 over 1949. Life pre- 
miums written totaled $165,896,000, an 
8.9% increase over 1949. Total pre- 
miums in all lines written by Travelers 
in 1950 amounted to $467,118,000, a 


Nearly Half Billion 


Total Is $29,940,000,000, 
Up 26%; December 
Shows 35% Gain 


Life insurance sales for 1950, accord- 
ing to L.I.A.M.A., totaled $29,940,000,- 
000, a 26% increase, and substantially 
above the $29% billion estimate given 
at the Life Insurance Assn. of America 
meeting at New York City early in De- 
cember. 

Industrial amounted to $5,400,000,000, 
up 10%. Group totaled $6,941,000,000, 
gain of 97%. These represent new 
groups set up and do not include addi- 
tions under group insurance contracts 
already in force. 

For December, the total was $2,954,- 
000,000, up 35%. Ordinary accounted 
for $1,458,000,000, up 8%; industrial, 
$370,000,000, up 3%; and group, $1,126,- 
000,000, up 131%. 





Leslie Becomes Acting Pa. 
Commissioner in Fight Over 
Confirmation of Appointees 


HARRISBURG — Commissioner 
Leslie was “removed” from office Wed- 
nesday; named deputy commissioner 
and then designated acting commis- 
sioner in an administration maneuver to 
by-pass efforts of state senate Demo- 
crats to hold up confirmation of ad- 
ministration cabinet appointments. 

Governor Fine explained the move 
was necessary because Leslie has never 
been confirmed by the senate. 

The reappointment of Commissioner 
Leslie is not an issue in the cabinet 
dispute, which revolves around the re- 
tention of Charles J. Margiotti as at- 
torney general. The _ anti-Margiotti 
senators, however, are including all ap- 
pointments that need confirmation in 
their boycott move. 

If the Democrats, who have a suf- 
ficient vote to block confirmations, 
stand firm, Mr. Leslie will serve as act- 
ing commissioner until the end of the 
current session of the legislature, at 
which time he will legally be out of 
office. At that time, however, the gov- 
ernor is expected to rename him and 
his name would not go before the 
senate again until the 1953 session. 


Harry DeHaven Stoner has_ been 
named executive assistant to Mr. Leslie. 
He has been in insurance since 1927 as 
agent and adjuster. He is a past presi- 
dent of Harrisburg Claim Men’s Assn. 
and was one of the organizers and_first 
vice-president of Pennsylvania Claim 
Men’s Assn. 





Mutual Life Leaders 


Jacob W. Shoul, Boston, in 1950 led 
all Mutual Life agents in production. 
This marks the sixth consecutive year 
Mr. Shoul has gained the honor. Nich- 
olas Aboltins, New York (Meyer) 
agency, led in. applications. 








10.7% increase over 1949. A. & H. pre- 
miums written in 1950 were $79,652, 
some 20.2% greater than the total for 
1949. 
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Insurance - Trust Co. Cooperation More 


Needed Than Ever, Says Tax Specialist 


NEWARK—Never in the history of 
trust companies has their cooperation 
with life insurance agents been as im- 
portant or as productive of new busi- 
ness for the agent and the trust com- 
pany as it is today, M. D. Conklin, 
estate and tax consultant of the Cham- 
pion Paper & Fibre Co. of Hamilton, O., 
told the Northern New Jersey Life 
Insurance & Trust Council. 

Mr. Conklin pointed out that because 
income and death taxes are at an all- 
time high, to create an estate of $100,000 
with only 10 productive years in which 
to accumulate it, an annual income of 
about $85,000 would be required. Even 
if one had 20 years for accumulation, 
annual income would have to exceed 
$35,000. These figures are based on an 
average standard of living for a person 
in those income brackets. 


No Way But Insurance 


Mr. Conklin said these figures alone 
are sufficient proof that most men who 
have the problem of creating an estate 
for their families as well as accumulat- 
ing for their own old age have no chance 
of accomplishing it except through life 
insurance. 

The lack of proper cooperation as well 
as a feeling of being competitors is due 
primarily to the fact that trust men, 
generally speaking, do not understand 
and appreciate life insurance, and 
agents, generally speaking, do not un- 
derstand and appreciate the advantages 
of trust company services. 

Mr. Conklin was with the tax division 
of the internal revenue bureau for sev- 
eral years. He then spent nine years 
with Mutual Life as an agent in Cin- 
cinnati and later was trust officer for 
seven years of the Fifth-Third Union 
Trust Co. there. 


Grab the Agent’s Prospect 


One big mistake that trust men make, 
he asserted, is “taking the agent’s pros- 
pect away from him, so to speak.” The 
agent takes his prospect in to see the 
trust officer and unconsciously the trust 
officer takes over. Normally there are 
several interviews before the case is 
closed with the wife, the attorney and 
possibly his business associates. The 
trust company should suggest, if neces- 
sary, that the agent be at every meeting 
and if he isn’t, he should be kept fully 
informed of every step that is taken. 

After all, said Mr. Conklin, the prin- 
cipal asset the agent has is his prestige 
with his client and it is the trust com- 
pany’s responsibility to help guard it 
zealously. In most cases the agent has 
sold the services of the trust company 
before he brings his client into the bank 
so the least the trust company can do is 
insist that he be a working cog in the 
estate planning machine. 

“The agent has every justification in 
the world to resent being pushed back 
into the wings, and this practice has 
done a lot to retard cooperation between 
them and trust companies,” he stated. 


Need Working Agreement 


As a logical and practical working 
arrangement, Mr. Conklin suggested 
that the agent, in his first interview, 
make his client conscious of some of 
his general estate problems, but refrain 
from giving him any definite solutions 
to his problems; instead the agent might 
recommend that they discuss his prob- 
lems with the estate planning depart- 
ment of the client’s bank, his attorney 
and accountant and get their ideas on 
how best to solve them. 

“The agent can point out that he 
would rather not make any specific rec- 
ommendations in connection with the 
life insurance until these problems are 
solved. This procedure builds prestige 
for him as he is indirectly telling his 
client that he wants to do the best pos- 
sible job for him; consequently, he rec- 
ommends that he take the advice of 
specialists in general estate problems. 
An interview should be arranged (with 
the client, agent, trust officer, attorney 


and accountant where indicated) which 
should be primarily a fact-finding in- 
terview. 

“As a general rule definite recom- 
mendations should not be made to the 
client in this interview. After the trust 
officer has had an opportunity to com- 
pute taxes, etc., he, the attorney, the 
agent and accountant should get their 
heads together and arrive at not only 
the solution to the general estate prob- 
lems but also what additional life in- 
surance is needed. At the next inter- 
view with the client, the specific recom- 
mendations should be made, including 
the purchase of additional life insurance 
if it is indicated. The trust officer, at- 
torney and accountant should aggres- 
sively help sell the life insurance. From 
this point on it is a case of the estate 
planning team following through and 
getting action.” 

Even though difficulties have been ex- 
perienced in finding oneself on an estate 
planning team on which there was no 
real cooperation, Mr. Conklin recom- 
mends that the procedure be followed 
because the job is not a one-man show. 
Agent, attorney, trust officer and ac- 
countant each has his task to perform 
and, generally speaking, no one of them 
is capable of doing the job single- 
handed and needs the help of the others 
if the best possible job is to be done 
for the client. If this is done, said Mr. 
Conklin, “as time goes on you will 
find yourself on an increasing number 
of smooth operating estate planning 
teams, and everybody will be securing 
more new business.” 





Connecticut General Life has _pur- 
chased for $288,000 the property on 
which Safeway Stores, Inc., of Lincoln, 
Neb., is building a store. The property 
is being leased back to Safeway. 


Commentary 
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control. 


selling more life insurance! 








Is A DISEASE- 
YOU ARE THE DOCTOR! . 


Inflation is an economic disease—and it often spreads like an 
epidemic. Today it is reaching a most dangerous phase and 


unless we apply a cure quickly it may get entirely beyond 


You—and the other 200,000 life insurance men in this coun- > 
try—are a vast corps of “doctors” who can do more perhaps 
than any other single group to curb inflation by preaching 


thrift and saving. In other words, by the simple process of 


The more that goes into savings, the less goes into spending, 


and thus inflation can be stopped. 


Insurance in Force December 1, 1950—$477,389,935 


Auto Workers May 
Form Own Insurer 


Walter Reuther, president of CIO 
Auto Workers Union, announces that 
delegates to the convention at Cleveland 
in April will be asked to approve a pro- 
posal that the union establish its own 
insurance company, presumably to han- 
dle group life and disability lines. Mr. 
Reuther said that recent collective bar- 
gaining agreements have resulted in 
increased amounts of life insurance and 
a reduction in the cost of this protection 
to the worker by reason of the employer 
paying a larger share. Also, the union 
has been successful in getting employers 
to pay the cost of paid-up policies for 
employes on retirement, but he argued 
that insurers “make sizable profits out 
of workers’ insurance dollars,” and 
argued that the union is a large enough 
group to handle its own insurance “on 
a mutual non-profit basis.’’ This, he con- 
tended, would result in sizable savings 
for the employes. 


Announce N. Y. State Schools 


Schools to be conducted at Schenec- 
tady, Syracuse and Buffalo in May, to 
equip agents to give their policyholders 
advice on social security, income taxes 
and other factors affecting family se- 
curity, were announced by George P. 
Shoemaker, Provident Mutual, New 
York, president New York State Assn. 
of Life Underwriters, in addressing the 
Albany association. A faculty of four 
experts will lecture at each of the meet- 
ings, he said. 








Geoffrey S. Smith, president of Girard 
Trust Co. of Philadelphia, has been 
elected a director of National Life of 
Vermont, succeeding the late Clifton A. 
Woodrum who was president of Amer- 
ican Plant Food Council, and a director 


since 1924. 
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Predicts Rise in 
Pension Trust 
Programs This Year 


An increase in the writing of pension 
trust programs for employes was fore- 
cast in 1951 by D. P. Cavanaugh, asso- 
ciate counsel of Aetna Life at a two-day 
conference of top producers at the home 
office. 

Invited to the meeting were the 19 
leading Aetna Life producers, repre- 
senting the ranking members of the 
Aetna Life Leaders Club. 

During a forum on the legal aspects 
of estate planning and _ conservation, 
business life insurance and _ pension 
plans, Mr. Cavanaugh told the group 
that high corporate and individual in- 
come taxes, competition in industry for 
skilled workers, and the prospects of a 
wage freeze would encourage business 
to look with increasing favor on pension 
plans for their employes. 


Pensions Anti-inflationary 


Since the funds invested in pension 
plans represent income to be paid in 
the future, Mr. 
these programs are anti-inflationary, a 
fact which has caused government off- 
cials to take a friendly attitude toward 
such plans as part of an over-all pro- 
gram of anti-inflationary measures. 

Mr.. Cavanaugh also explained the ad- 
vantageous application of key-man_ in- 
surance in connection with the new 
amendment to the internal revenue code 
(section 115 (g) (3)) passed last year, 
permitting the family of the principal! 
owner of a close corporation to retain 
control of the business after his death 
and at the same time withdraw funds 
from the corporation to meet estate 
taxes. 

A session on personal life insurance 
programs brought out the need for a 
militant defense of the value of life in- 
surance in today’s inflationary period. 


Market for Business Insurance 


The final forum disclosed that the 
opportunities for writing business life 
insurance were greatest among small 
business organizations where, unlike the 
setup in most larger companies, replace- 
ments were not readily available to take 
over top posts in the firm following the 
death of a key man. 

Robert B. Coolidge, vice-president: 
Donald E. Hanson, superintendent of 
agencies, and Roe A. Maier, assistant 
superintendent of agencies, served as 
chairmen at the forums in which all ot 
the producers participated and reported 
on their own sales methods. 

The group was feted at two banquets 
and heard talks by President Morgan 
B. Brainard and Mr. Coolidge. 

The four producers who wrote the 
largest volume in 1950 were named off- 
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Cavanaugh explained, ; 


cers of the Leaders Club. They are @ 


David P. Faxon of Camden, N. J., presi- 
dent; J. S. Maryman of Little Rock. 
Ark., vice-president; John M. Mitchell 
of Evanston, Ill., secretary, and Henry 
A. Kirsch of Shreveport, La., treasurer. 


Alerts DBL Insurers to 
Get Set for “Flu” Epidemic 


NEW YORK — Miss Mary Donlon, 
chairman of the New York workmens 
compensation board administering the 
DBL law, has sent a jacking-up letter 
to insurers and_ self-insurers urging 
“immediate preparedness” for a possible 
heavy claims load arising out of a “flu 
epidemic. She said the English epidemic 
has doubled the number of disability 
claims there and this could spread to 
the U. S. Such an epidemic would be 
the first serious test of administration 
of the New York disability benefit so- 
cial insurance program, she said. She 
urged insurers and self-insurers to dis- 
seminate tips on minimizing the effects 
of an epidemic and posting claims per- 
sonnel on the need of extra effort and 
prompt action in the event an epidemic 
should strike. 
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L.U.T.C. Figures 
Illustrate Rapid 
Growth in Stature 


Some idea of the great importance 
of the Life Underwriter Training 
Council courses at this point can be 
gained from an analysis by Edmund 
L. G. Zalinski, L.U.T.C. managing di- 
rector, showing a steady and also rapid 
increase in enrollment from 133 in the 
pioneer class of 1947 to an all-time high 
of 4,400 today. In session this year are 
223 classes of which 159 are first year 
classes and 64 are second year classes. 
The second year of the course is being 
offered on a nationwide basis for the 
first time this year in the principal cities. 

L.U.T.C. students are evenly divided 
between representing 200 ordinary and 
combination companies. More than 100 
of these companies now pay all or part 
of the tuition for agents. The number 
of companies that have set up L.U.T.C. 
scholarship programs during the past 
year has doubled, according to Mr. 
Zalinski. Some 24% of all students in 
the courses are engaged in management 
activities. 

Instructors Are the Key Men 


Key men in the L.U.T.C. setup are 
the instructors, who represent leaders 
in the insurance business. Analysis 
shows that the average moderator is a 
college graduate, 44 years of age with 
14 years’ experience in life insurance. 
Of the present instructors, one-half 
previously taught L.U.T.C., 89 hold the 
C.L.U. designation, and 22 others have 
completed one or more of the Amer- 
ican College examinations. A _ large 
number of these instructors are gen- 
eral agents and managers, home office 
executives and members of the Million 
Dollar Round Table. Those instructors 
directly engaged in life insurance sell- 
ing average more than one-half million 
dollars in personal production a year. 

Mr. Zalinski points out that L.U.T.C. 
has been integrated into company train- 
ing programs in many ways, but the 
most popular method has been to enroll 
the agent in the course after he has 
completed his company program, pro- 
viding him 50 weeks in practical sales 
training at the most critical point in his 
career. Many companies urge estab- 
lished agents who have reached the peak 
in their production to take L.U.T.C. for 
a few sales approaches to help them to 
higher levels of success. L.U.T.C. is 
also providing a sound sales foundation 
for agents who plan later to take the 
C.L.U. program. 


N. J. Region Prudential 
Sales Leader in 1950 


The New Jersey district agencies sales 
organization of Prudential topped all 
others throughout the. United States and 
Canada in 1950 in the sale of new life 
insurance. 

_The New Jersey group, known as Re- 
gion M, is directed by Joseph F.. Kiley, 
with headquarters at Newark. Net paid- 
for new business produced by the region 
totaled more than $186,329,000. 

The New Jersey organization also 
services almost $2 billion of all types of 
life insurance now in force in the state. 
It has 38 district offices each headed by 
a district manager, and its sales organ- 
ization..includes 1,594 agents and 219 
staff managers. 


Seek More Ohio Dept. Funds 


Ohio Insurance Federation points 
out that insurance taxes and fees col- 
lected in 1949 totaled $14,638,866 and 
only $217,401 or 1.48%, was appropriated 
for the insurance department. Ohio is 
next to last among the states in per- 
centage of taxes and fees used for the 
operation of the insurance department. 
An all-industry committee has been 
formed with Dean M. Kerr as chairman 
to try to induce the legislature to in- 
crease the insurance department's ap- 
Propriation. 


YVIIM 


Columbus Mutual 


Elevates Hadley 


Columbus Mutual has elected Ben F. 
Hadley as vice-president and superin- 
tendent of agents. 
Mr. Hadley has 
been _ superinten- 
dent of agents for 
that company since 
1948. Prior to that 
Mr. Hadley had 
been general agent 
for Equitable Life 
of Iowa since 1932 
at Columbus, O. 
He had started 
with Equitable Life 
as an office boy at 
the home office 31 
years before that, 
and then attended 
Wabash college and became a sales- 
man for Equitable Life at New York 
City. He went to Columbus as a super- 
visor. Mr. Hadley is a C.L.U. and past 
president of Columbus Life Under- 
writers Assn. 


Kent Appoints Griffin 


Manager Sidney A. Kent of Pruden- 
tial at Chicago has appointed Gerald 
Griffin assistant manager, effective Feb. 
1, to develop another sales unit and 
provide additional service for brokers. 
Like Joseph Carmen, who was made an 
assistant manager last November, Mr. 
Griffin has been an agent, it being the 
agency’s policy to appoint supervisory 
personnel from its agency force. 

Mr. Griffin was midwest manager for 
Official Films, Inc., before joining Pru- 
dential in 1949. In his first year he 
qualified for the Prudential leaders con- 
ference and finished fourth in the agen- 
cy for 1950. He is the son of Patrick 
Griffin, for many years a leading pro- 
ducer in Prudential’s district agency or- 
ganization in Chicago. 





B. F. Hadley 


Need for Revising Programs Stressed 


at N. W. Mutual's Illinois Regional 


The need for revising policyholders 
programs, usually in the direction of 
greater flexibility, 
was emphasized by 
Roe Walker, assist- 
ant director of agen- 
cies who was the 
concluding speaker 
at the regional con- 
ference of North- 
western Mutual 
Life for Illinois 
agents other than 
Chicago. The meet- 
ing was held at 
Chicago. 

There is cause 
for much concern, 
he said, about the 
many inappropriate settlement options 
that exist in policies in the light of to- 
day's conditions. There is an increasing 
demand for flexibility. In the past year, 
Northwestern Mutual checked 463 cases 
of policyholders, that is, the home office 
reviewed the options and wrote direct 
to the policyholders letters that aver- 
aged nearly a page and a half of single 
spaced typing. There were 216 replies, 
or 47%. Of the people who requested 
reviews and changes in their settlement 
options, 38% were overwhelmingly in 
the direction of flexibility. The com- 
pany received many laudatory letters for 
offering this service. 

Mr. Walker pointed out that if these 
reviews had been suggested by agents 
of other companies, Northwestern would 
have lost good-will and prestige with 
the policyholders and someone else 
would have gained by it. 

“There is nothing that will tie the 
buyer to you like a good job of pro- 
gramming,” he said. “You make your- 
self indispensable to him. If you don’t, 
one of your competitors will, and you 





Roe Walker 
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Necessary Discard 


The audience, when they see a good movie, are gen- 
erally unaware that they are seeing only about 10% of 
the work of the movie photographers—90% of the film 
they have shot has gone into the discard. 


There are numerous reasons for this. Experiments 
were tried like shooting from different angles, resulting 
in rejected footage. Mistakes have been made and more 
footage rejected. There. is also a change of judgment 
and opinion after viewing the different units of a scene. 
And again, the screening of a number of scenes means 
that some are dropped out. 


A 90% disapproval of footage may seem wasteful, 
but experience proves that the discard is necessary. 


One of the discouragements of selling life insurance 
is the proportion of “no sales.” 
sary. The salesman makes mistakes in prospecting and 
mistakes in selling. Not every suspect is a- prospect, 
and not every man interviewed needs the suggested in- 
The salesman learns from failures. 
people have to be seen than are going to be sold. “You 
can’t sell ’em if you don’t tell ’em.’”’ And you can’t tell 
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may wonder why you are no longer 
getting his business.” 

Mr. Walker pointed out that people 
are more willing to buy when it does 
not appear that the agent is trying to — 
sell, when he gives them an intelligent 
presentation, and when they sense that 
the agent has their interest at heart and 
is trying to help them solve their prob- 
lems. 

Mr. Walker advanced some excellent 
sales ideas but pointed out that what the 
agent does with them is the important 
thing. He suggested setting a quota for 
the year, getting well organized, striv- 
ing for a consecutivé weekly production, 
making a minimum number of calls a 
day, obtaining a minimum number of 
new prospects, having a reason for each 
call, always assuming the prospect is 
going to buy, sending out lead letters 
and other sales promotion material, 
making a record of all calls, and plan- 
ning one’s work. 

Mr. Walker also urged the importance 
of developing habits and attitudes that 
will make people like you, listen to you, 
believe in you, and buy from you. He 
laid particular stress on taking a genuine 
interest in other people and their prob- 
lems and forgetting oneself. Even just 
having a friendly smile will do much 
to make a man liked. He suggested giv- 
ing good leads to centers of influence 
to help them in their business for, after 
all, turn about is fair play. 


Fitzgerald Talks on Company 


President Edmund Fitzgerald talked 
on the company’s condition and prog- 
ress, much along the lines of the talk 
he gave at the regional meeting at New 
York City. Other home office speakers 
included Elgin Fassel, actuary, Paul 
Frazer, assistant director of underwrit- 
ing, Verne Arends, assistant secretary, 
and Dr. Gamber Tegtmeyer, medical di- 
rector, who spoke at the dinner. 

Speakers from the field included 
Larry Dimond, Aurora, president of the 
Illinois association of Northwestern Mu- 
tual agents; Kenneth Elliott, Kewanee; 


Robert .Castelo, Champaign; Duke 
Kerst, Kankakee; William Cramer, 
Paris; Huck Stansberry, Joliet, and 
James Lowry, Princeton. Don Ross, 


editor of Successful Farming, spoke on 
the farm market for life insurance. 
New officers of the Illinois association 
are Douglas McLain, Springfield, presi- 
dent; J. J. Mondino, Centralia, 1st vice- 
president; J. K. Elliott, Kewanee, 2nd 
vice-president and Charles Pritchett, 
Springfield, secretary-treasurer. 


Talks on Inflation 


Mr. Lowry gave some excellent ideas 
on what to tell the prospect who is 
worried about inflation. These mis- 
givings should be taken seriously, he 
said, and earnest effort must be made 
to deal point by point with the argu- 
ments presented. The agent must agree 
that there is a real problem facing 
his prospect and that it must have 
attention. At the same time, there must 
be a realization that the needs for life 
insurance are still present and always 
will be, that even in an- inflationary 
period life insurance continues to be 
one of the best properties a widow or 
old man can own. 

Mr. Lowry made these points: pre- 
miums and benefits are paid in “average” 
dollars. Dollars paid as a death bene- 
fit are always inflated dollars. The an- 
nuity provision is a hedge against in- 
flation by providing a greater income 
than by interest only. Dollars should 
be measured in terms of their utility 
value, which is much greater to a widow 
or an old man. Life insurance is a 


-hedge against possible speculative losses 


and also offers a big profit for the 
speculator who dies prematurely. Life 
insurance protects the average person 
from his investment mistakes. Tax ad- 
vantages of life insurance make life 
insurance dollars larger than ordinary 
dollars. 
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Salesmen generally know that a well-timed birthday card 
or a practical coin bank or similar gift creates goodwill 
with clients ... an important element in successful selling. 

Reliance representatives voluntarily buy a great quantity 
of gift items through the Company at considerable savings 
to them. These include calendars, pencils, policy wallets, 
coin banks, safety boxes, first aid kits and many other good 
quality gift items. The savings come through the Company’s 
quantity buying and the Company’s practice of paying a 
substantial part of the cost. 

This service is just one of many offered Reliance repre- 
sentatives. Other services include tested merchandising ma- 
terial, modern policy contracts, successful agency-level ad- 
vertising, adequate sales training facilities, popular accident 
and sickness policies, new programming equipment, etc. 

The Company strives to cooperate with its sales organi- 
zation in making available services that contribute to the 
agent’s success. The Company will be glad to furnish you 
information about its method of handling advertising novel- 
ties and other merchandising materials. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


Operating in 25 states. Writes 
all modern forms of life in- 
surance including par and non 
par. Also accident and sick- 
ness insurance. 


‘Reliance cooperation 
makes my job 


a lot easier.” 
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complete personal protection plans ARE specific — more 
specific; in sales appeal and in coverage. One reason— 
they include ACCIDENT & SICKNESS DISABILITY INCOME. 
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LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 

















Indianapolis Times Denies 
It Misquoted Anybody on 
Medical Society Coverage 


An article in the Indianapolis Times 
Tuesday stated that charges that Indiana 
doctors who oppose socialized medicine 
had themselves gone in for socialized 
distribution of insurance appeared to 
have fizzled out this week “under pres- 
sure from the insurance company which 
sponsored the disputed program.” 

The article dealt with the opposition 
of the Indiana Life Underwriters Assn. 
to a special insurance and pension plan 
that the Indiana Medical Society was 
proposing to buy from Jefferson Na- 
tional Life. 

The article continued: 

“At a subsequent meeting [following 
the Medical Society’s endorsement of 
the plan] the Indiana State Assn. of 
Life Underwriters criticized the action, 
issued statements charging it was a 
trend toward the very kind of socialism 
doctors themselves oppose. 

“Henry J. Peirce, president of the un- 
derwriters association, has since written 
E. Kirk McKinney, Jefferson president, 
that the insurance association ‘does not 
question the soundness, strength or good 
reputation of the Jefferson National 
Life Insurance Co.’ nor the legality of 
the insurance policy it offered, but does 
oppose group indorsement of any plan 
or company. 

“Mr. Peirce’s letter stated that he had 
been ‘misquoted’ by the Times and that 
reports of the association meeting had 
been published without his ‘consent or 
approval.’ 

“Mr. Peirce was not misquoted by the 
Times and the insurance association it- 
self sought publicity for its meeting 
and for its objections to the medical so- 
ciety indorsement of this plan.” 

Mr. Peirce is an agent of Massachu- 
setts Mutual at Indianapolis. 


Group Plan Covers 40,000 
Seamen with 97 Employers 


A welfare plan for the maritime in- 
dustry, providing $100 million of group 
life plus in-hospital disability benefits 
for 40,000 seamen has been written by 
John Hancock. The technical and 
actuarial negotiations were handled by. 
Martin Segal Co. of New York City. 

The employer and union trusteed 
plan is entirely financed by employer 
contributions equal to 25 cents per day 
for each man on the payroll of the 97 
participating steamship companies. Bene- 
fits of the program will be retroactive 
to Jan. 1, 1951. Annual gross premiums 
to be paid to the insurer will be $882,420. 

Mr. Segal said the company will re- 
turn approximately 94% of the premiums 
paid in benefits and dividends, and that 
only 6% will be kept for all of the 
company’s expenses. 

Each insured seaman will receive 
$2,500 group life, $2,500 accidental death 
and dismemberment coverage and $15 
per week for in-hospital disability bene- 
fits. Deaths due to war risk will be 
covered by seamen’s war risk insurance. 








The Woodmen Accident companies 
have appointed Luther Burket manager 
at Elkader, Ia. He succeeds W. D. 
Moore, Sr., of Cedar Rapids, who will 
concentrate on personal production. 





Conn. Mutual Ups Barrett 


Connecticut Mutual Life has appointed 
Thomas F. Barrett, 
Jr., general agent 
at New Orleans, 
effective Feb. 1. He 
joined the company 
in 1946 as an agent 
at Washington and 





became supervisor 
there. He is a navy 
veteran. The 
agency is being 
moved to the Pere 
Marquette __ build- 
ing. 
T. F. Barrett, Jr. 


HEYL ADDS NEW TOUCH 
Plan Innovations 
for Insurance 
Bar Group 


Unusual activity is in process of being 
generated for the insurance section of 
American Bar Assn. under the direction 
of Clarence Heyl of Peoria, the chair- 
man. There is to be a meeting Sunday, 
Feb. 25, at the Edgewater Beach hotel, 
Chicago, of members of the council of 
the insurance section and the chairmen 
of its various committees. At this time 
plans will be formulated for the annual 
meeting the week of Sept. 17 at New 
York. The insurance section headquar- 
ters will be at the Roosevelt hotel there. 
Mr. Heyl has designed a timetable for 
the insurance section gathering that dif- 
fers from that of previous meetings and 
he will also recommend a change in the 
general design of the meeting. 

Yeretofore, there have been a dozen 
or so round table meetings, each under 
the wing of a particular committee and 
usually with three or four going on at 
the same time. Mr. Heyl would do away 
with this conflict and instead would 
have the whole section stay together 
throughout the entire period of the 
meeting. The committee chairmen would 
have definite periods assigned to their 
group, but each committee would have 
the undivided attention of the whole 
organization. The speakers would be 
instructed to turn in their papers for 
publication but on the platform to give 
as smart a summary of their manu- 
script as possible. 


To Start With Luncheon 


Mr. Heyl will recommend that the 
insurance section meeting get started at 
a luncheon Monday, Sept. 17, and then 
run on throughout that afternoon, all 
day Tuesday and Wednesday morning. 
Then on Wednesday afternoon there 
would be a symposium on trial practice 
under the direction of Forrest A. Betts 
of Los Angeles, who is a famed trial 
lawyer and is chairman of the insurance 
practice committee. 

Also, the insurance section is going 
to have a prominent and distinctive part 
in the various regional meetings that 
American Bar Assn. has ahead of it. 
The first such meeting is at the Atlanta 
Biltmore hotel at Atlanta, March 7-10 
and the insurance section will have a 
full-day program March 10 with W. 
Percy McDonald of Memphis, secretary 
of the insurance section, as chairman. 
Mr. Heyl wili be present and will give 
an address at that time. Then there will 
be a meeting of the insurance section 
April 17 at the Baker hotel, Dallas, 
during the southwest regional meeting 
of the bar association, April 16-18 there. 
Welcome D. Pierson of Oklahoma City 
will be chairman of the insurance pro- 
gram. : 

At the Atlanta meeting, in addition 
to Mr. Heyl, there will be an address on 
“Income and Estate Tax Problems in 
Life Insurance” by Herbert R. Elsas of 
the Atlanta law firm of Sutherland, Tut- 
tle & Brennan. There will be a break- 
fast for members of the insurance sec- 
tion on March 10. 

There will also be set up an insurance 
program for the St. Louis regional meet- 
ing May 9-12. 


N. J. Trust Council Elects 


J. Wallace Scanlon, Howard Savings 
Institution, Newark, has been elected 
president of the Life Insurance & Trust 
Council of Northern New Jersey, suc- 
ceeding Daniel L. Reiber, National State 
Bank, Newark. Other officers are: 1st 
vice-president, William C. Beardslee, 
Lincoln National Life; 2nd_vice-presi- 
dent, John S. Bacheller, Fidelity Union 
Trust Co.; secretary, R. Barry Greene. 
Connecticut General, and treasurer, Wai- 
ter J. McLaren of the Montclair office 
of National Newark & Essex Bank- 
ing Co. 
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Guest a Director: 
Mass. Mutual Ups 6 


Richard C. Guest, vice-president, has 
been elected a director of Massachusetts 
Mutual and J. Tru- 
man Streng was ad- 
vanced from 2nd 
vice-president to 
vice-presi- 
dent; Michael Mar- 
chese to 2nd_vice- 
president, Louis 
Levinson to 
actuary, Dr. 
Thomas S. Sexton 
to associate medical 
director, Harold F. 
Philbrick to assist- 
ant actuary, and 
Rudolph G. Kraft 
to superintendent of 

state. 
“— Guest joined Massachusetts Mu- 
tual last October after having been 
vice-president and actuary and a direc- 
tor of State Mutual. ; 

Mr. Streng, who supervises mortgage 
lending and real estate, was in charge 
of Massachusetts Mutual real estate 
offices in Huntington, W. Va., Wash- 
ington, D. C., and Detroit before going 
to the home office as 2nd vice-president 
in 1948. He studied at Northwestern 
University night school and is a veteran 
of the first war. He is a non-resident 
lecturer at the University of Michigan 
business school. — 

Mr. Marchese joined the company 
in the actuarial department in 1913, 
served in the first war, returned as a 





Richard C. Guest 





J. T. Streng Michael Marchese 


stenographer - underwriter and became 
successively underwriting manager, as- 
sistant secretary and underwriting sec- 
retary. 

Mr. Levinson joined the mathematical 
department following graduation from 
Harvard in 1927, became assistant actu- 
ary in 1937 and associate actuary in 
1946. A fellow in the Society of Actu- 
aries, he is chairman of the Massa- 
chusetts Mutual employes’ pension 
committee and a member of the disability 
appeal board. 


Other Promotees’ Careers 


_Dr. Sexton graduated from West Vir- 
ginia University in 1935. He received 
his doctor’s degree and a certificate of 
honor in 1939 from University of Mary- 
land College of Physicians and Surgeons. 
Prior to joining the Massachusetts Mu- 
tual medical staff in 1947, he was a 
fellow in internal medicine at Mayo 
Foundation and was in the army medical 
corps. 

Mr. Philbrick graduated from Queen’s 
University, Canada, joined the mathe- 
matical department in 1945 and was 
appointed department manager in 1948, 

€ is an associate in the Society of 

Actuaries. He is a veteran. 

Mr. Kraft joined the company in 1933 
as a district engineer at Washington, 

. C., and went to the home office in 
1939. Since 1946 he has been a con- 
struction supervisor. He graduated from 

ennsylvania State College and the 
Navy steam engineering school at 
Stevens Institute. He is a navy veteran. 


Mutual Life has arranged to loan 
Green Giant Co., LeSueur, Minn., 
$6,500,000 at 334% with notes due in 
1971 and has purchased $1,274,000 of 
ast mortgage 3% bonds due in 1976 


Home Light & Power Co. of Colo- 





Goodly Number After 


Top Vermont Dept. Post 


A number of persons are being con- 
sidered for the post of Vermont insur- 
ance and banking commissioner to suc- 
ceed Donald A. Hemenway, who re- 
cently joined Postal L. & C. as vice- 
president and director of agencies. Dep- 
uty Commissioner Albert D. Pingree, 
now acting commissioner, has _ been 
mentioned. The only insurance man in 
the running is Frederic P. Lowe, Con- 
necticut General Life, Burlington. 


Others being considered all are in 
the banking business. They are 
Alexander Miller and Sterling D. 
Emerson, both of Burlington; Earle F. 
Winter, Barre; Harold P. Parker, 
Montpelier, and John P. Dyer, Rich- 
ford. 





Name Pan-American Leaders 


Pan-American Life’s Dynamo Club, 
top production group, has 123 members 
for the current year. This is an increase 
of 27. President of the club is Hardy J. 
Durand, general agent at Lafayette, La. 


His 1950 paid-for production exceeded 
$750,000 and he has been a consistent 
qualifier. Vice-president is T. N. White- 
hurst, general agent at Beaumont, Tex., 
whose production exceeded $600,000. He 
is a past president. . Leon Schwartz, 
general agent at Miami, is secretary 
with paid for production of over $535,- 
000. He is a life member of the Million 
Dollar Round Table. 





Because of the influenza epidemic in 
Britain and other European countries, 
Connecticut General is providing fiu 
vaccine for any employe who wishes it. 





“413 New 
in 3 days!” 


Here’s proof 
of Sterling’s 
aggressive promotion 
and home office 
cooperation! 










@ A STERLING general agent wanted leads in large numbers— fast. So Sterling’s 
Promotional Department produced a newspaper advertisement that pulled 413 hot 
leads in 3 days. The general agent is writing business off those leads . . . and signing 
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COMMISSION SCHEDULE 


STRONG 
HOME-OFFICE SUPPORT 
SALES- STIMULATING 


Health and Accident 


ment 
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up writing men to handle them. (Already, other 
Sterling general agents are reporting similar 
sensational results from this same ad!) 

If you want fast, big, lasting growth . . . Ster- 
ling can help you get it with powerful news- 
paper advertising . . . strong direct-mail... and 
all the other promotional activity you need 
to build profitable business. 


Get all the facts on opportunities with Sterling! 


L. A. BRESKIN, President 
630 Sterling Building e 


Chicago, Illinois 


STERLING INSURANCE COMPANY 


Now in 22 States 
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Atomic Pool Committee 
Has Meeting in New York 


A meeting of New York area mem- 
bers of the special Life Insurance Assn. 
of America-American Life Convention 
subcommittee considering a pool to pro- 
test against excessive claims arising 
from civilian atomic deaths was held 
this week. 

According to Samuel Milligan, vice- 
president Metropolitan Life and chair- 
man of the subcommittee, no prelimi- 
nary draft for such a pool has as yet 
been drawn up and he cannot say yet 


when it will be ready. He cited as 
one of the difficulties the fact that com- 
mittee members are scattered through- 
out various sections of the country. 


Woodward to Testify 


Donald B. Woodward, 2nd vice-presi- 
dent and economist of Mutual Life, will 
testify Jan. 29 before Senator O’Ma- 
honey’s special joint committee on the 
economic report in Washington. Mr. 
Woodward recently has given speeches 
which have attracted wide attention for 
their pertinency to the current national 
economic picture. 








assured!” 








TRAILBLAZERS 


“With Accident and Sickness added, it will take still another genera- 
tion to call on the millions who came here to settle. We're building and 


growing so fast, there’s no telling how far we will go. 
“My faith in the West's future is the greatest heritage | can leave to 
my children. And my contract with Capitol Life makes their security 


To qualified Field Underwriters and Agency Managers now residing 
in the western states, our agency expansion program offers opportunities 


so unusual, no ambitious man can afford to overlook them. 


Write us for complete details 
THOMAS F. DALY I! 


The GAPITOL LIFE 


INSURANCE COMPANY 


CLARENCE J. DALY, President 


“Yes sir... these kids of 
mine are tomorrow’s trail- 
blazers. In the 15 years I’ve 
been selling Life Insurance 
for Capitol Life here in the 
West, | figure I’ve barely 
scratched the surface. 


Director of Agencies 


HOME OFFICE, DENVER 











WE WILL SELECT 
2 DISTRICT AGENTS 


The Northwestern Mutual Life Insurance pemgery of Milwaukee, 
Wisconsin, has two established territorial openings available in southern 
Wisconsin. Each District has hundreds of policyholders and over 


5 Million of insurance in force. 


The list of policyholders is a representative cross-section of each 
community, including professional people, business men and farmers. 
The insurance in force comprises personal, purchase agreement, part- 
nership, corporation and pension trust business. 

Each is a territory of opportunity for the man with proper qualifica- 
tions. Each district comprises a rural area of high grade Wisconsin 
farms centered around a number of prosperous small cities and towns. 

All inquiries will be handled in strict confidence. 

You may wish to indicate your interest by writing your qualifications 
to Frank R. Horner, General Agent, 401 Wisconsin Avenue, Madison |, 


Wisconsin. 








Conn. Mutual Advances 
Proctor on Agency Staff 


Connecticut Mutual Life has pro- 
moted Robert B. Proctor to assisant su- 
perintendent of 
agencies. He has 
been agency assist- 
ant since 1946. He 
started with the 
company in 1942 as 
supervisor at Hous- 
ton. He began with 
Penn Mutual at 
Charlotte, N. C., 
later becoming as- 
sistant general 
agent for the 
Bethea agency at 
New York City. In 
1939 he went with 
L.I.A.M.A. He is 
past president of Richmond C.L.U. He 
saw naval service. 


neo 





R. Proctor 





Educational Foundation 
Is Formed in Indiana 


_ Life Insurance Educational Founda- 
tion of Indiana has been formed at 
Indianapolis. It is an outgrowth of an 
idea announced several months ago to 
establish a memorial fund for E. A. 
Crane, late and long-time Indianapolis 
general agent for Northwestern Mu- 
tual, well-known nationally as a trustee 
of the National association, who was 
very active in life insurance educational 
projects. 

W. Flickinger, general agent of 
John Hancock; J. R. Townsend, Sr., re- 
tired general agent of Equitable of 
Iowa; Paul Speicher, president of R. & 
R. Service; Eber M. Spence, vice-presi- 
dent American United Life, and Gov. 
Schricker are incorporators. The foun- 
dation is established to reward finan- 
cially individuals who write educational 
articles on life insurance which are pub- 
lished in newspapers and magazines cir- 
culated among the general public. Re- 
wards also will be made to college 
students and others engaged in research 
for the preparation of textbooks or other 
material on life insurance for use in 
high schools and colleges. 

W. Hilgedag, Indianapolis estate 
planning attorney who is representing 
the foundation, has expressed the opin- 
ion that contributions to the foundation 
will be exempt from federal income, 
estate and gift taxes. 


United States Life 
1950 Production $161 Million 


In 1950—its 100th anniversary year— 
United States Life produced $161,200,- 
000, of which $35 millions were ordinary 
and $126 millions group. Domestic 
ordinary continues to rise, its volume 
in 1950 showing an increase of more 
than 30% over the previous year to 
the largest amount in its history. Total 
A. & H. premium income in 1950, in- 
cluding group, will reach approximately 
$2,470,000, a 14% gain over the pre- 
vious year and a record for the company. 


New L. I. C. Staff Assistant 


Frank K. Thompson has been ap- 
pointed staff assistant of Life Insurers 
Conference. He is a graduate of Uni- 
versity of Richmond and is now study- 
ing for his master’s degree in business 
administration. During the war he was 
in army intelligence in the China- 
Burma-India theater, north Africa and 
the Philippines. 

He succeeds Robert A. Wilson, Jr., 
who resigned to enter the investment 
and brokerage business. 


Buckman Old Line Leader 


H. R. Buckman, Milwaukee general 
agent of Old Line Life, led the com- 
pany in 1950 in paid life volume, paid 
premiums and number of lives insured, 
for the 11th consecutive year. W. H. 
Froehlich was second and J. E. Clifford 
third in paid volume and premiums. 
Both are from Milwaukee. 











Free Indemnity Bill 
For Servicemen 


Passes the House 


WASHINGTON — The Rankin bill 
passed the House wednesday, after some 
two hours debate, with only those 
amendments recommended by the 
House veterans affairs committee. It 
now goes to the Senate, where the 
finance committee scheduled hearings 
beginning Thursday on several soldiers 
and veterans insurance bills. 

Supporting the Rankin bill is an ex- 
tensive report from the House veterans 
affairs committee, which shows the 
measure was clarified so as to cover 
persons en route to begin military serv- 
ice and to provide that service personnel 
holding U. S. Government or National 
Service life five-year level premium term 
policies which expire during active serv- 
ice after enactment of the bill shall, 
upon application made within 90 days 
after separation from service, and pay- 
ment of premiums and evidence of good 
health satisfactory to the VA _ad- 
ministrator, be granted an equivalent 
amount of the same kind of insurance at 
the premium rate for then attained age. 

The general accounting office indi- 
cated that if the gratuitous indemnity 
system had been in effect 1940-49, VA 
would have had to establish only 438,- 
000 files, instead of the 26 million files 
based on NSLI applications. 


Applies to Men Killed in Korea 


The bill would apply to more than 
7,000 servicemen killed in Korea, where 
over 7,100 are reported missing. The 
committee said that on June 30, 1950, 
18% of servicemen overseas having de- 
pendents did not have insurance and 
22% of those in U. S. with dependents 
did not, while only 54% of those having 
insurance carried $10,000. 

The committee report reviews the his- 
tory of the legislation, the committee 
work, hearings, witnesses’ testimony, 
government agencies’ positions, the 
President’s recommendation for gra-‘ 
tuitous indemnity, Department of De- 
fense criticism of NSLI, etc. The re- 
port said that “while the commercial 
insurance companies’ representative, 
Ralph R. Lounsbury, president Bankers 
National Life was guarded in his ad- 
vocacy of any program, it is safe to say 
that a large segment of the commercial 
insurance industry believes that a 
gratuitous approach would be ad- 
vantageous to the serviceman and to 
the country.” 

After explaining the bill section by 
section the report attached reports on 
the bill from VA, comptroller general, 
budget bureau, federal security agency, 
end the President’s office. 





Decision Not for Laymen 


The U. S. court of appeals, 10th cir- 
cuit, has upheld the opinion of the fed- 
eral court in Kansas that a decision 
as to whether a coronary occlusion re- 
sulting from an abscess was the result 
of an accident was not something that 
a layman could decide, but was only 
for a medical expert to determine. The 
doctor performing the autopsy on the 
insured testified there was no connec- 
tion between the disease and the acci- 
dent. The beneficiary, Bearman, ha 
sued Prudential, Mutual Benefit H. & 
A., and United Commercial Travelers. 
The case is reported in 14 CCH (Life) 
692. 


Clapp to Handle Insurance 


Ralph Clapp has been appointed an 
assistant attorney general of Ohio by 
the new attorney general, C. W. O'Neill, 
and will have charge of insurance mat- 
ters. He held a similar position under 
former Atty. Gen. Jenkins. Nelson Lan- 
cione, who has been looking after insut- 
ance matters under the administration 
of Atty. Gen. Duffy, has opened a law 
office at Columbus. 
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Figures from Companies’ Year-End Statements Shown 
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Mt 7 Increase Surplus to New Ins. in Increase Prem. Benefit Total 
Talk with Wife of Total n Policy- Bus. Fores Dec. in Ins. Income Paid ‘ Disburs. 
Assets Assets holders 1950 31, 1950 in Force 1950 1950 1950 
Pros ective A ent Amicable Life ............ 33,400,448 2,156°824 2,226 659 26,733,990 165,073,748 9,870,350 4,027,633 1,396,237 3,680,167 
se BR P 9g ‘ Columbus Mutual ......... 83,396,766 5,253,145 7,457,291 38,483,529 273,822,825 23,778,523 8,480,212 4,078,935 7,533,760 
. Continental, Canada ....... 22,385,921 1,785,843 624,304 15,311,708 111,197,174 7,925,248 2,919,048 1,299,314 2,394,385 
tana te ominion Life ............ 99,460,571 ,246,770 3,868,216 64,686,585 442,490,220 37,993,739 12,125,264 5,375,030 9,969, 
kin bill Says A. R. Klein Great American Life....... 4,189,122 301,168 432,972 1,459,241 18,035,750 "145,419 457,588 151,288 321,038 
er — Great National ...........- 10,579,323 1,257,951 1,169,399 9,200,590 60,272,669 4,981,032 1,710,802 490,119 21:443,070 
those eee : effers tandard ........ 265,315,054 22,556,827 32,500,000 134,469,499 967,492,522 73,289,524 29,165,761 11,775,508 ,142,754 
pss: Make it an absolute must to include yiqjana National ........., 14,598,846 1,235,797 1,121,301 10,281,856 64,256,000 4,909,143 1,760,051 418,568 1,331,603 
the prospective agent’s wife in an early Minnesota Mutual .......... 126,069,510 11,167,321 6,860,604 159,461,518 721,835,646 88,222,307 17,766,031 7,450,185 14,025,427 
ttee. It interview, advised A. R. Klein, manager National Fidelity .......... 12,077,484 788,966 1,250,391 8,567,676 64,166,894 3,358,268 1,546,732 595,176 1,747,318 
ere the * Home Life of New York at Chi- National, vt. ..........0... 452,819,881 28,654,530 21,922,196 122,688,000 1,138,243,841 77,231,621 43,278,979 31,875,428 45,239,045 
learings of Home. : : ‘fe Northwestern National 199,320,806 13,994,482 11,909,561 205,976,008 986,084,210 105,484,218 25,695,677 12,695,787 23,409,965 
nee cago, in his talk before the Chicago Life Provident, N. D. .......... 20,169,518 2,535,642 1,580,153 16,596,255 111,633,910 7,220,974 3,202,613 620,811 1,806,302 
soldiers Managers Assn. He said this plan is Pyramid Life, N.C. 2.1..: 3,289,290 705,612 519,829 76,930,819 91,556,841 30,456,572 1,276,474 317,140 1,062,982 
-wwatuable in eliminatin rospective Standard, Indiana .....-... 11,557,189 2,374,367 «1,079,369 8,975,857 «57,581,506 4,235,429 2,079,912 662,457 1,488,219 
is ied invaluable : g P * Sun Life, Md. ............ 53,665,611 4,246,704 1,566,413 45,886,457 284,753,789 19,097,044 8,391,753 2,326,787 6,486,821 
sg agents who will prove unsuccessful. Texan Life... scc5cccuses- 12,318,629 796,752 1,000,000 6,983,934 48,766,440 3,683,085 1,316,226 520,686 1,005,906 
eterans Mr. Klein’s recruiting procedure calls Victory Life, Kan. ....... 21,611,695 1,522,955 1,851,528 11,375,588 94,514,550 5,269,294 2,468,481 861,527 1,780,931 
vs the ‘or the man’s wife to be present at the Western States ........0... 6,756,572 1,218,525 1,022,158 5,572,504 42,296,611 3,222,904 ‘1,437,967 123,324 580,657 
3 for the : i Wisconsin Life ........... 13,851,925 1,023,466 654,823 5,424,545 53,645,402 2,839,836 1,356,054 517,029 1,203,859 
) COVEr third interview, which must be held at ; 
y mai? the agency. This helps determine quick- 
rsonne , , effective the prospective agent is : ee 
ational y po te the life insurance idea to his 450,000 Workers Covered for working people of Cuba, more than of its type ever contracted, was awarded’ 
m term wife. If for one reason or another he i 2 450,000 individuals. — by competitive bidding and organized 
e serv- makes excuses for his wife’s not being Medical in Cuban Group The medical reimbursement plan by W. L. Appleby, in charge of the 
| shall ble to come in, then look out for e eeiad : covers doctors’ visits, including pre- group department of Godoy-Sayan. 
0 days pene Mr. Klein warned. Global Social” group medical cover- treatment examination and diagnosis; 
d pay- “If he cannot convince his wife of the 28° for all workers in the Cuban sugar general medical service; hospitalization; Prudential has promoted Floyd A. 
f good ‘mportance of the opportunity, it isn’t ‘dustry has been put into effect by the general surgery; dental service; medi- Currie to assistant manager in charge of 
A” ade Hike! that he will be able to influence Cuban government. Written through cal supplies, drugs and orthopedic ap- the Mobile branch of the Birmingham 
ivalent ‘ eaaeteee client to make a financial Godoy-Sayan Corp. of New York and paratus; ambulance service; laboratory agency. He has been in insurance since 
ince at pris 0 to protect his family,” he Havana in two private Companies, the tests, and X-Ray diagnosis and treat- 1941. He was in the maritime service 
d age. pointed out. “It would certainly’ indi- plan is estimated to cover 30% of the ment. The group, probably the largest in the last war. 
+ indi- cate that our prospective agent doesn’t 
emnity have much prestige with his wife and \ 
9, VA if she isn’t interested enough in her 
y 438,- husband’s future to meet his prospec- 
oes BeSeiver tn", ee 1950—ANOTHER GOOD YEAR! 
much of a candidate for the job. a 
Mr. Klein related instances of where 
an agent seemed like excellent material 
. inet in every particular and showed ba 
where well on the tests but his wife’s attitude 
Pe would have made him a poor bet. OUR 35TH ANNUAL REPORT 
oie’ Should Tell Both Sides 
56 
e and Mr. Klein also emphasized the im- ONE OF THE NATION'S STRONGEST BY ANY STANDARD OF COMPARISON 
idents portance of always giving se haggle 
laving agents a complete, objective picture fc) 
the business, with plenty of emphasis December 31, 1950 
e his- on the negative features. This helps to 
nittee screen out many who would only prove ASSETS LIABILITIES 
— et be headaches later if they were Cash in Office and Banks........ $ 203,827.73 Policy Reserves ..............-. $10,214,150.68 
amen 0. , ; Reserve for Installments......... 317,208.07 
gra-‘ Hans A. Franke, Ohio State Life, as- Bonds ETL Lhe ee TE ee TT 5,106,636.00 e: A e tor insta 
. aes x Mert L 4,799 Premiums and Interest 
| De- sociation president, told of plans for 2° yh oy dela ada he ices in Advance ............... 162,071.91 
ie re- holding a round table luncheon for man- Policy Loans .................. 751,967.15 
ial Reserve for Taxes .............. 39,937.07 
ercia agers every Monday. March 5 has been Home Office Property........... 588,000.00 Other Liabilities ............... 93,725.52 
0 a gpd set for the Pa such ie Sicieniihs Gitte 209,925.00 
nkers e meeting was held jointly wit ‘ eee eras so aia. 
s ad- the Chicago cashiers, who were the Premiums in Process of Collection 265,533.32 TOTAL LEGAL LIABILITIES...... $10,827,093.25 
O say managers’ guests. Jack Raupp, New Interest Due and Accrued........ 71,293.33 Surplus to Policyholders (Including i 
ercial York Life, president of the cashiers as- Miscellaneous ................. 81,293.14 Fone SUED «02 60 -+- seenciniana 
at 2 Pires spoke briefly, as did Earl M. ee cineca 
ad- chwemm, Great-West Life, president TOTAL ADMITTED ASSETS 12.077 
d to of the Chicago i. Uadeewsiters Aan. | | 0 ee ee - $12,077,483.81 TOTAL LIABILITIES .......... $12,077,483.81 
Mr. Schwemm told of the progress that 
n by is being made in enlisting the coopera- TOTAL LIFE INSURANCE IN FORCE ..... . . $64,166,894.00 
S a poe of the Chicago high schools in in- 
1eral, cluding insurance subjects in the curric- x : A , 
ency, ulum, He said that Superintendent We take due pride in our family accomplishments and confidently accept the chal- 
Jerol unt had agreed to having ege ° 
Gan make hoor to tench tile in lenge and opportunities that will come to us through 1951. | 
‘ surance subjects to the pupils and the ! 
e e e 
a... ° °C We invite inquiry from those who are interested 
oe . e e 
po’ — F in a connection as a SALARIED SUPERVISOR, 
ision New Colonial Life Offerings GENERAL AGENT, CAREER UNDERWRITER, or 
m . . e e e 
a | soo go Rg lls slag BROKER in... Missouri, Kansas, Nebraska, lowa, 
aaisek g ’ oa av e ‘ 
that year reducing term, five-year converti- Minnesota, North Dakota and South Dakota. ; 
only ble term and a preferred whole. life For information, without obligation, write 
The paid-up at 85. The first two policies, B. Tay! Vi ° 
the designed for mortgage protection, are - taylor, ice-President. 
nec- issued in minimum initial amounts of 
accl- $5,000. The 20-year plan is issued for 
had ages 20 to 45, 25-year plan is for 20 and 
I. & 40. The five-year convertible term is 
lers. issued in minimum face amounts of 
mel fy ye NATIONAL FIDELITY LIFE INSURANCE COMPANY 
lerred whole life paid-up at 85 is issued 
to preferred risks only in amount of not 
9 _ [ss than $10,000 on ages 10 to 60. KANSAS CITY 6, MISSOURI 
| an Jennings Gets State Post W. Ralph Jones, President 
“eill > one Clyde Jennings, president of All 
, e e * 
mat. setts Life of Montgomery has been Thirty-five Years of Faithful Service 
ie ae by poreernoe- tines Persons of 
| ‘Vabama to head the state department e e e e 
an of corrections and institutions. Mr. Life —— Accident ——— Health —— Hospitalization —— Group 
ae €nnings is also president and director 
a e Montgomery Investment Corp., Ala- 
a ama Insurance Service Co., Inc., and ; 
Queen City Agency, Inc., of Ohio. 
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COMPLETE PERSONAL INSURANCE COVERAGE 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


THEO. P_ BEASLEY, Presidenr 
HOME OFFICE 


Life insurance in force exceeds $305,000,000.00 


DALLAS, TEXAS 
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Jamison & Phelps Sales Congress 
Abounds in Usable Selling Ideas 


The annual sales congress of the 
Jamison & Phelps agency of Northwest- 
ern Mutual Life at Chicago again proved 
a very motivating affair abounding in 
to-the-point sales ideas. High point 
of the meeting was an inspirational and 
entertaining talk by B. N. Woodson, 
executive vice-president State Life of 
Indianapolis. The acceptance of both 
him and his ideas is attested to by the 
fact that this was the fourth Jamison 
& Phelps congress that he has addressed. 
In his talk he went through the 
alphabet, giving for each letter a sales 
tip or emotional appeal that could be 
incorporated in an agent’s sales presenta- 
tion. 

He pointed out that when making a 
sales presentation the agent always 
should remember that the prospect’s 
best policy is the one he already owns 
and the best company is the one with 
which he has his insurance, since this 
insurance has been at work for him. 
Never ask a prospect to buy insurance, 
Mr. Woodson admonished. This _in- 
dicates something is spent when actu- 
ally it isn’t. Rather, it is merely trans- 
ferring wealth from one _ pocket to 
another reinforced pocket. 


Gives Substandard Risk Pointer 


In connection with substandard risks, 
Mr. Woodson ‘chided the apologetic 
philosophy some agents possess when 
they try to justify the higher rates. He 
suggested using this analogy: Tell the 
assured that if he were buying fire in- 
surance and one corner of his building 
were already aflame, he would quite 
willingly accept a higher rate in order 
to get coverage and be happy to pay 
it. A man with blood pressure of 110 
over 200 actually has a corner of him- 
self burning and should be happy to 
get insurance even at substandard rates. 

In selling annuities, don’t neglect to 
point out that by buying now money 
is saved because the life span is con- 
tinually increasing making necessary 
periodically upward adjustment of the 
rates, Mr. Woodson advised. This 
argument can be surprisingly convinc- 
ing, he said, if the agent will take the 
trouble to arm himself with corrobora- 
tive figures from his actuarial depart- 
ment. 

Insurance is good property, Mr. 
Woodson emphasized. While it doesn’t 
pay immediately, it rises to its highest 
value in times of emergency and at 
some certain period pays many times 
its original investment. Mr. Woodson 
said that usually only a little zest is 
the difference between the top and 
moderately successful agents. In illus- 
trating this, he mentioned that whereas 
water boils at 212 degrees, possessing 
unbelievable power, at 211 degrees it 
merely is hot water. He remarked that 
there are too many 211 degree agents. 
With only a little more zest, they could 
reach the boiling point and become top 
agents. 


’ Talks on Time Control 


Henry Maltenfort, agency leader last 
year in volume, gave a revealing talk 
on time control. From. statistics he 
has gathered throughout his many years 
in insurance he showed that an agent 
spends about four hours of each eight- 
hour day with prospects. On a yearly 
basis this would be about 1,000 hours, 
each worth $5 to an agent earning 
$5,000; $10 to one earning $10,000; $20 


to one earning $20,000; $30 to one 


earning $30,000. 


He then showed that an agent utiliz- @® 


ing either a secretary or stenographic 
assistance, at about $1.50 an _ hour, 
would be saving the difference between 
the various hourly amounts. The im- 
portance of this becomes apparent when 
an agent in the highest bracket rather 
than spending an hour on the type- 
writer uses stenographic help. He saves 
$28.50 by instead spending the hour 
with a prospect. Expanding on. this 
idea, Mr. Maltenfort showed on a mone- 
tary basis what is lost when only a 
few minutes are wasted because of some 
unnecessary inefficiency. 

Jerome A. Boyer, assistant superin- 
tendent of claims at the home office, 
spoke on sharpening the end result of 
an agent’s work. He illustrated how 
the settlement of claims can be a happy 
rather than sad event. Verne Arends, 
assistant secretary in charge of the 
pension trust department at the home 
office, presented pensions and social se- 
curity as stepping-stones to sales. He 
also described a new sales aid the 
company is making available to agents 
in the form of a publication, on the 
back of which appears the name and 
picture of the agent. It is designed for 
policyholders to review important feat- 
tures of insurance and also present a 
certain amount of entertainment. Wil- 
liam A. Hazlett of the agency presided 
at the morning session. 

John H. Jamison, who alternates each 
year with Nelson D. Phelps as luncheon 
toastmaster, reported that the agency 
in 1950 with a total production of 
$16,697,000 had one of the best years 
in its history and possesses the added 
distinction of having nine Million Dollar 
Round Table men with the office. He 


presented awards to Henry _ Shed, 
agency leader in lives, and Richard 
Hefter, for submitting the finest quality 
business. 


Wives of all agents for the first time 
were invited to the luncheon. As spe- 
cial entertainment for them Mrs. Henry 
Shed, who is recognized as an authority 
on flower arranging, discussed that sub- 
ject. She was introduced by Mr. Phelps. 





Doty to Pan-American 


Pan-American Life has appointed El- 
mon W. Doty as special agent with 
supervisory duties at Beaumont, Tex. 
He will act as associate general agent 
with T. N. Whitehurst. 

Mr. Doty has been a leading producer 
for South Coast Life for nine years. He 
entered the business 10 years ago. 
Prior to entering life insurance he was 
with the brokerage firm of Fenner & 
Beane. He is a past president of the 
Beaumont Life Underwriters Assn., and 
a former director of the Texas associa- 
tion. He has headed the schools divi- 
sion of the Red Cross and Community 
Chest drives for a number of years. 





Allen Continues in Tenn. 


NASHVILLE, TENN.—Inaugurated 
for his second term, Governor Brown- 
ing has indicated that he will retain all 
of his department heads, including In- 
surance Commissioner Allen, who_ has 
already served a two-year term. Com- 
missioner Allen’s health is said to be 
fully restored. 





SHOW 1950 INSURANCE RESULTS 









































New Bus. New Bus. 1950 Inc. 1949 Inc. 

1949 In Force In Force 

Bankers Life, Neb. ............ $ 41,038,524 $ 35,843,819 $ 22,138,213 $ 18,672,240 
Colonial Tife . oo... cs eon sees 36,571,520 34,947,949 17,460,130 14,632,564 
Columbian National ........... 51,863,355 51,679,482 23,369,780 24,207,862 
Columbus Mutual ............. 38,483,529 ,872,056 23,778,523 19,713,411 
Great Southern 585 75,357,84 32,049,474 31,171,310 
Great-West Life .... 71,99: 8,859,927 167,160,604 157,624,971 
Imperial Life, Canada ......... 81,037,324 74,660,15 32,487,925 41,683, 07 
Massachusetts Mutual ........ 347,867,898 286,274,474 213,703,765 162,607,648 
Minnesota Mutual ............. 159,461,518 136,158,210 88,222,307 7,559,033 
Ohio National ................ 966,359 64,780,237 40,935,581 34,336,383 
is seks taumibene dite 101,878,093 99,225,383 47,053,605 45,074,784 


Reliance Life, Pa. 
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Describes Device for 
Saving Precious 
Space in Offices 


Prompted by an editorial in THE 
NATIONAL UNDERWRITER commenting on 
the present necessity for insurance 
companies to utilize scarce office space, 
K. B. Willett, who is the vice-president 
of the Hardware Mutuals of Stevens 
Point, Wis., has sent in a copy of an 
article which he wrote describing a sys- 
tem of office arrangement which has 
proved successful for his companies. 
Mr. Willett’s article appeared in “Noma 
Forum,” the official publication of Na- 
tional Office Management Assn. It de- 
scribes a method of providing employes 
with semi-privacy at a space saving 
developed by Charles H. Dent, Hard- 
ware Mutuals’ engineering manager that 
is now in use in seven company offices. 

Like many another valuable inven- 
tion, the Hardware Mutual key-device 
is very simple. It consists of a four- 
way translucent, frosted plastic parti- 
tion, 18 inches high, arranged to be 
placed between four desks in the shape 
of a cross. This partition is known as 
the four-in-one desk unitizer. 

Hardware Mutuals place two desks 
end-to-end and back two more desks up 
to them to form a rectangle with the 
plastic partitions stuck in between each 
desk and a shelf attached to the center 
of each long dimension of the rectangle 
to provide additional working space. 
They also arrange four desks together 
in a pinwheel style with the partitions 
between them. 


Saves 14 to 31% in Space 


It was found that the plastic parti- 
tion saves between 14% to 31% of the 
space that would be occupied by the 
four desks as separate units. Telephones 
may be doubled up in the unitizer sys- 
tem. Reduction of 50% is made in the 
number of waste baskets, distributors 
and guest chairs. 

Mr. Willett reports that the unitizer 
partitions make for less disturbance and 
distraction because of office traffic. They 
allow for better utilization of light and 
for more orderly messenger routes. 
They provide a more convenient work- 
ing area and can foreseeably result in 
the elimination of some private offices. 
They provide not only some of the 
privacy of individual offices, but actually 
save space over an ordinary open-office 
arrangement. 





Allyn Reappointed as 
Connecticut Commissioner 


Governor Lodge of Connecticut has 
reappointed W. Ellery Allyn insurance 
commissioner. Mr. Allyn has held the 
position since July, 1943. 

He was first appointed by Republican 
Governor Baldwin, and reappointed by 
the late Republican Governor McCon- 
aughy. With Mr. Lodge’s victory over 
Chester Bowles in last fall’s election, 
Mr. Allyn’s reappointment was virtually 
assured, but the governor has now made 
it official. 

Although Mr. Allyn started his four 
year term July 1, 1947, the expiration 
date is not July 1, but March 1 by 
reason of the fact that the legislature 
two years ago adopted a law shortening 
the terms of several commissioners in- 
cluding Mr. Allyn’s. 

He is now president of National Assn. 
of Insurance Commissioners, 


Mail Fraud Trial Put Off 


Because of several continuances ob- 
tained by the defendant, the mail fraud 
indictment against Northern Trust Life 
of Aurora, Ill., has not yet come to 
trial. Present indications are that the 
case will not be tried before April 1. 
The case is before Judge Campbell in 
federal court at Chicago. Mail order 

- & H. policies are involved. 





Guardian Managers 
to Meet in Florida 


NEW YORK — Guardian Life will 
hold its annual conference for more 
than 60 managers Jan. 29-Feb. 1 at the 
Flamingo hotel, Miami Beach. 

Speakers will include Frank F. Wei- 
denborner, agency vice-president, who 
will welcome the managers and pre- 
side at all sessions; President James A 
McLain, who will review Guardian’s 
record year in which $106,548,000 new 
business was produced; Vice-president 
John L. Cameron, Dr. M. B. Bender, 
vice-president and medical director, 
Charles H. Edwards, underwriting sec- 
retary, Irving Rosenthal, actuary, John 
C. Slattery, director of public relations. 
G. L. Mendes and E. J. Phelps, agency 
directors; Daniel J. Lyons, 2nd_vice- 
president; and Managers G. M. Reem 
of Rochester, N. Y., R. L. Spaulder of 
New York City, N. W. Remole, of 
Minneapolis, H. T. Green of Atlanta, 
and Robert Kruh of Newark. 

The conference will be immediately 
preceded and followed by meetings of 
the managers’ advisory board with Mr. 
McLain. The board for 1951 includes 
W. R. Wilkinson of Syracuse, E. N. 


Oistad of St. Paul, J. M. Eisendrath of 
New York, R. L. Spaulder of New York, 
W. R. Eavenson of Buffalo, T. J. Miles 
of Tampa, and T. G. Herbert of Denver. 





Burt House Chairman 


Marvin F. Burt, a Republican lawyer 
from Freeport, who has a considerable 
insurance practice, has been named 
chairman of the Illinois house insurance 
committee. G. W. Horsley, Springfield 
attorney, and also a Republican, is vice- 
chairman. 

The senate committee had been or- 
ganized previously with Arthur Bidwill 
of Chicago again the chairman. Merritt 
Little of Aurora, the vice-chairman, suf- 
fered a fractured skull and is in serious 
condition at St. John’s hospital, Spring- 
field, as a result of an accident suffered 
there this week. : 

W. R. Arrington of Evanston, a law- 
yer and vice-president of Combined of 
Chicago, who is a part of the insurance 
fraternity, has been named chairman of 
the house judiciary committee. 

Alan Best of Chicago is chairman of 
the house industry and labor relations 
committee, which is the group that 
would deal with any temporary disa- 
bility benefits legislation that might be 
introduced. 


Hennig Loyal Protective 
Agency Vice-president 


Loyal Protective Life has appointed 
Fred R. Hennig as vice-president in 
charge of agencies. 
For the past three 
years Mr. Hennig 
has been superin- 
tendent of agencies 
for Monarch Life. 

Mr. Hennig 
started his busi- 
ness experience 
with a New York 
trust company, and 
later was with a 
manufacturing con- 





cern for 17 years. 
He began his in- 
surance career in F. R. Hennig 


the field with Mon- 

arch and later went to the home office 
as educational director. He attended 
New York University and Northeast- 
ern University. He is a C.L.U. and is 
active in National Assn. of Life Under- 
writers. 





W. B. Bellack, Lincoln National, Ap- 
pleton, Wis., spoke on “Life Insurance 
as Property” before the Home Eco- 
nomics Club of Neenah-Menasha. 
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In adopting the great name of Abraham 
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Extremists Add to the Confusion 


In contemplating the future, there 
seems a disposition on the part of many 
agents, general agents and managers to 
drift into rather fantastic extremes— 
from ebullient optimism all the way 
down to murky gloom. 

Although there are many facets to 
the business of life men, there are two 
primary subjects which currently will 
elicit this striking divergence of view- 
points. One is the question of agency 
manpower, the other the broad and 
ever-present one: How much am I go- 
ing to sell this year? 

There seems little reason for justifi- 
cation of either the heights or depths. 
First, as to agents being drafted or 
called up by the reserves, there will of 
course be more and more leaving as the 
year goes on. But in the average 
agency the ultimate loss cannot be more 
than a middle-ground one. 

No sizable agency need be denuded 
even of younger men, for plenty of 
males in this category have minor dis- 
abilities which are sufficient to keep 
them 4F—just ask the medical examin- 
ers. And those who argue that their 
older agents cannot go out and get the 
young people’s business are also talking 
in, at best, only partial truths. When 
you want a lawyer, for example, do you 
first check to see if his birth date is 
approximately the same as your own? 

On the other hand, managers who 
foresee negligible raids on their staffs 
probably will be disillusioned to some 


extent. They forget that even some 
of their old reliables are going to be 
lured away by high-paying defense jobs, 
whether in government or private indus- 
try. A certain mortality of this sort 
must be expected. 

One highly successful general agent 
in New York, a man of intelligence, be- 
came positively starry-eyed in talking 
with a small knot of friends recently 
(no potential customers in the group). 
He claimed to foresee in the years im- 
mediately ahead the greatest prosperity 
not only the nation but the entire world 
has ever witnessed. He envisioned, and 
apparently in all sincerity, a coming 
Golden Age for the life business. The 
money, he opined, was waiting only to 
be plucked from the vines. 

The gloomy Joes, on the opposite side 
of the fence, bewail the landslide of ordi- 
nary business last year from the young- 
er people under the assumption that this 
market is temporarily at least exhausted, 
tremble at the arguments advanced by 
the common stock camp followers, 
worry about the shifting populations, 
and in general interpret the state of 
economic flux as highly unsettling to 
the sale of life insurance. 

Altogether, we have little patience 
with either side. Without pretending to 
be a crystal ball gazer, we foresee a 
good year ahead, but whether record- 
breaking remains to be seen, and surely 
it would be folly to arouse exaggerated 
hopes now. 


Not So Incongruous as It Looks 


If we get into a full-scale world war, 
military deaths are likely to exceed 
anything in the last war and civilian 
deaths from bombing may run any- 
where from negligible to fantastically 
high. Yet, in the face of all this, divi- 
dend increases and premium rate 
reductions by life companies have been 
conspicuously numerous in_ recent 
months. 

“How come?” may well be the com- 
ment of many members of the public 
and some insurance people. This is 
quite a legitimate reaction but one that 
may work to the discredit of life in- 
surance management if the situation 
isn’t properly understood and explained. 

As a matter of fact, there are good 
explanations for this apparently para- 
doxical behavior. 

First, take the war mortality on armed 
forces personnel whose policies have 
no war clauses. It might seem offhand 


that the companies would be severely 
hit if military deaths should be greatly 
in excess of the rate in the last war. 
Yet, except for a company that has 
been writing an abnormally large per- 
centage of its business on men in the 
armed forces or of military age, the 
amount of insurance on such men is 
relatively small. 

Most of the men in this age range 
have not attained the age or responsi- 
bilities that normally go with heavy 
ownership of life insurance. And of 
course, not all men of military age are 
exposed to the direct hazards of war- 
fare. Bad as deaths were in the last 
war, the claims they brought to life 
companies were a relatively trifling 
factor in the companies’ over-all mor- 
tality. So, even if war deaths were 
vastly heavier among the armed forces 
than they were in the last war, the 
relative smallness of the total exposure 


in private companies, in proportion to 
total insurance in force, makes the 
prospect one that the companies can face 
calmly. 

What the companies do have to watch 
out for, of course, is the danger of 
adverse selection—a rush of buyers who 
would not be insuring their lives if it 
were not for the war threat or at least 
would not be seeking so much cover- 
age. However, through the use of war 
clauses and other underwriting restric- 
tions the companies seem to have the 
hazard under control within reasonable 
limits. 

Second, the matter of civilian deaths 
from atomic or hydrogen bombs: Here 
the explanation is the vast difference 
in magnitude between the sums that 
a company could save by refraining from 
lowering premiums or increasing divi- 
dends and the amount it would need 


in order to take care of extra mortality 
in the event of big-scale atomic bomb- 
ing of continental United States. A 
company that kept its premiums up 
and its dividends down would of course 
have that much more in the till. But 
as a practical matter, it would be some- 
what like the old woman who spat in 
the ocean to help drown her husband. 

More accurately, a life company under 
today’s unsettled conditions is very 
much in the position of most of its 
policyholders: A policyholder may 
scrimp and save against the hazards of 
premature death, old age and of dis- 
ability but what he really needs is in- 
surance. And that is what the companies 
need and what they are intensively 
working toward through a special sub- 
committee of the Life Insurance Assn. 
of America and the American Life 
Convention. 








PERSONAL SIDE OF THE BUSINESS 





Frank E. Spain, vice-president and 
general counsel of Liberty National 
Life of Birming- 
ham and Bankers 
Fire & Marine of 
Birmingham, has 
been nominated for 
president of Rotary 
International by a 
nominating com- 
mittee representing 
six countries. If no 
other nominations 
are received by 
April 1, Mr. Spain 
will automatically 
become president 
July 1. Mr. Spain 
is a past chairman 
of the insurance section of the Ameri- 
can Bar Assn. and of the American Life 
Convention Legal Section. 

Robert V. Hatcher, president of At- 
lantic Life, has been elected vice-presi- 
dent of the Commonwealth Club of 
Richmond. 

Henry W. Allen, for many years Mu- 
tual Benefit general agent at Wichita 
until he lost his sight several years ago 
and~ still an active producer for 
Northwestern Mutual, was honored by 
the Wichita Lions Club as one of its 
three living charter members. 

S. Jock Thomson of the securities de- 
partment of Pacific Mutual has been 
elected to the board of governors of the 
Los Angeles Society of Security Ana- 
lysts. 

R. B. Burch, Nashville manager for 
New York Life, has resumed his office 
duties to a limited extent after a pro- 
longed illness. 


Albert Voss of the Milwaukee agency 
of Penn Mutual has completed 35 years 
with the company. 


Abby B. Stoddard, security trader for 
John Hancock Life, who carries out 
company finance committee investment 
policy by purchasing stocks and bonds, 
was written up in a profile article in the 
New York Herald Tribune business sec- 
tion. The post was characterized as be- 





F. E. Spain 


ing unusual and possibly unique for a 
woman in American business. 

David C. Bevan, treasurer of New 
York Life, has been elected a director 
of Provident Trust Co. of Philadelphia. 

Miss Mary W. Hooker, daughter of 
Joseph K. Hooker, vice-president of 
Automobile, was married to Joseph N. 
Crary at Hartford. Mr. Crary is with 
Connecticut General Life. 

Joseph H. Collins, general counsel of 
Metropolitan Life, has been named 
chairman of the life insurance division 
of the Legal Aid Society’s 1951 fund 
raising campaign. 

P. C. Irwin, actuarial vice-president 
of Equitable Life of Iowa, who was 
stricken by a heart attack while at his 
desk last month, is recuperating at his 
home in Des Moines. The attack was 
diagnosed as a coronary occlusion and 
will necessitate complete rest for a con- 
siderable time, but he is making a satis- 
factory recovery. 

E. J. Moorhead, executive vice-presi- 
dent of United States Life, recently re- 
turned from Hawaii where he partici- 
pated in the sales meeting seminar of 
his company’s Hawaiian agency, Brai- 
nard & Black. Mr. Moorhead also spoke 
before leading Hawaiian general agents 
and managers. 

Lester O. Schriver, general agent for 
Aetna Life at Peoria, has been appoint- 
ed a member of the Illinois state teach- 
ers college board. 








Wallace Watson in New Post 


Wallace N. Watson, former general 
agent of Connecticut Mutual at Boston, 
has been elected a vice-president of 
County Trust Co. of White Plains, 
N. Y., where he will work on estate 
planning and the development of in- 
vestment advisory and trust accounts. 
He was formerly president of the Estate 
Planning Corp. of New York City and 
for the last two years has been operat- 
ing independently in estate planning 
work. 
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DEATHS 


OBSERVATIONS 





CHARLES H. BECKETT, formerly 
an actuary with Lafayette Life and 
later with State Life of Indianapolis, 
died. He was a past president of Amer- 
ican Institute of Actuaries. He had 
been living at Allentown, Pa. 

LAURENCE J. DINEEN, 7)2-year- 
old son of vice-president Robert E. 
Dineen of Northwestern Mutual Life 
and Mrs. Dineen died at Memorial 
Hospital, New York City. Larry, the 
youngest of four children, had been 
under treatment for leukemia at_the 
Sloan-Kettering clinic of Memorial Hos- 
pital for more than a year before the 
Dineen family moved from Syracuse to 
Milwaukee last summer. | He had re- 
covered sufficiently to ride a_ bicycle 
and go to school but even after the 
family moved to Milwaukee it was 
necessary for him to make frequent 
trips to Chicago and to go by plane 
to New York every other week for 
treatment. Several weeks ago his con- 
dition became worse and he again be- 
came a patient in Memorial Hospital. 
In spite of the doctors’ success in keep- 
ing Larry alive, it was known that 
barring discovery of a cure for leukemia, 
the disease would eventually prove 
fatal. Mr. Dineen resigned as New 
York insurance superintendent last July. 

NELS I. NELSON, 54, former super- 
visor in the Minneapolis agency of 
North American Life & Casualty, died 
in Augustana hospital, Chicago. 

LOUIS R. SCARDAMALITA, 64, a dis- 
trict manager at St. Louis for National 
Life & Accident, died of heart disease. 
He had been in insurance work 30 years 
and went to St. Louis from Pittsburgh 
about 14 years ago. 

FRANK E. HITCHCOX, 92, who until 
his retirement in 1948 was the oldest ac- 
tive life insurance agent at St. Paul, 
died there. For many years he repre- 
sented Union Central Life. 

R. MONTAGUE ADAMS, 67, field man- 
ager of farm mortgages for Phoenix 
Mutual, died at Hartford hospital. He 
joined the company in 1923. 








Group Operations Expanded 

Monarch Life is now expanding its 
group insurance operations outside of 
New York state, where it has been writ- 
ing group business since last April. 
Samuel S. Haviland, agency group su- 
pervisor, directs this activity. 


Insurers Bankrolled Pipeline 


The newly-completed 1,840-mile pipe- 
line carrying natural gas into New York 
City was financed in large part by 18 
life companies that bought $175 million 
of the bonds issued by Transcontinental 
Gas Pipeline Corp. The principal in- 
vestors were Metropolitan, New York 
Life and Mutual Life. 


New Small Group Policies. 


Group men say that the effect of de- 
fense work is commencing to be felt in 
their business. Policies, involving any- 
where from 25 to 300 lives, are coming 
in now in increasing quantity. Reopen- 
ing of small plants which were closed, 
subcontracting, even spreading of union- 
ization to the south are listed as among 
the apparent reasons for this new type 
of group business. 

Companies which write group are 
watching with interest to see if the trend 
continues throughout the year along 
these lines of small groups, rather than 
large, as the tendency in the past has 
been. 





Sales Idea Placards 


The agency office of Ralph G. Engels- 
man, Penn Mutual general agent in New 
York City, has been enlivened lately 
with a number of placards bearing sales 
epigrams. Among them are: 

“There are very few prospects in 
this office—see you later!” 

“Simplicity is the stamp of the ex- 
pert.” 

“You can only service a man’s life 
insurance if he owns sufficient life in- 
surance.” 

“If he has the need, he has the money 
—your first service is to see that the 
need is actually covered.” 

“Most wives should be insured too.” 

“Discussion is the diagnosis. Selling 
is service.” 

“Every time you see a prospect add 
a new name to your replacement list.” 

“Have you five places to go today— 
excluding here?” 





Prospecting in Service 

Some general agents have lost money 
when agents they were financing have 
been called into military service. The 
foss is most severe when the agent is 
new on the job, perhaps in the business 
for a year or more, and is beginning to 
see the light but though he is still in 
debt to the general agent. If he has 
had sufficient confidence to keep the 
agent on that long on a financed basis, 
the general agent usually has advanced 
the man some money. Renewals make 
up some of the loss, perhaps all, but 
not always. 

Service men aren’t allowed to sell 
life insurance. But very often an agent 
gone back on active duty is continuing 
his prospecting and building a list of 
names of people who'll be in his area 
when things get back to normal. One 
former New York City agent is com- 
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piling a list of all the people he con- 
tacts who come from anywhere near 
the city or who expect to be there in 
the future. 





Haggling Over Rental Terms 


With agency operational costs in- 
creasing as fast or faster than sales vol- 
ume, a general agent observes that he 
will haggle over his rent bill with his 
landlord with more persuasion and ef- 
fort and over a longer period than ever 
before. And, he says, he has always 
started negotiating his new lease a long 
time before renewal time arrived. It 
isn’t necessarily true that the agency 
has to stay where is is because it has 
been there a long time and might lose 
some friends if it left. In fact, he tells 
his landlord that leaving and -setting 
up in another part of town may gain 
new friends while the agency keeps 
its old ones. 

Another way he has found to keep his 
costs down is to avoid special deals for 
different brokerage producers to get 
their business. 

“Once you start paying out an extra 
5% here, or a finder’s fee there, and give 
other privileges, everyone else who does 
business with you hears about them and 
you’ve increased your operating costs 
by at least 5%,” he said. 


500 Fete O. Sam Cummings 
at Testimonial Luncheon 


More than 500 friends of O. Sam 
Cummings, Texas manager for Kansas 
City Life, honored 
him at a testimonial 
luncheon at Dallas. 
President W. E. 
Bixby of Kansas 
City Life presented 
t h e company’s 
“building award for 
1950.” 

Sponsors of the 

luncheon were the 
Dallas Life Under- 
writers Assn. and 
the Dallas Kiwanis 
Club. 
Speakers besides 
Mr. Bixby and Mr. 
Cummings included Jul B. Baumann, 
Pacific Mutual, Houston, and J. Stanley 
Edwards, Aetna Life, Denver, both of 
whom, like Mr. Cummings, are past 
presidents of N.A.L.U.; and O. E. 
Peterson, Chicago, Kiwanis Interna- 
tional’s secretary, a post which Mr. 
Cummings held from 1918 to 1921. 

There were many references to Mr. 
Cummings’ outstanding achievements, 
including the winning of the 1950 John 
Newton Russell award. 





oO. S. Cummings 
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Three New Lincoln 
Nat'l General Agents 


John D. Karns has been appointed 
general agent for Des Moines and 50 
surrounding counties by Lincoln Na- 
tional Life. He succeeds Ben M. Kirke, 
who died in December and had repre- 
sented Lincoln National there 15 years. 

Mr. Karns was engaged for nearly 
20 years in cost accounting and audit- 


ing work at Des Moines before go- 
ing with Lincoln National after the 
last war. He has made an excellent 


record as special and district agent there 
and each year has qualified for the top 
sales honor clubs. 

W. F. Yates, Jr., is named general 
agent at Raleigh, N. C., to succeed J. B. 
Lawrence, Raleigh general agent since 
1945, who will devote full time to per- 
sonal production. Mr. Yates joined Lin- 
coln National Life in 1935 in the Ben 
Simon agency at Norfolk, Va., after 
eight years in the U. S. navy. During 
the war years, while Mr. Simon was on 


navy duty, Mr. Yates managed the Vir- 
ginia agency. He has been assistant 
general agent there since 1944 and has 
an outstanding record as personal pro- 
ducer. 

Lincoln National has opened a new 
general agency at Evansville, Ind., with 
Wayne A. Patmore as general agent. 
His territory will include 15 southwest- 
ern Indiana counties. Mr. Patmore has 
represented Lincoln National at Evans- 
ville since 1930, becoming district agent 
in 1936. He is a member of the Con- 
secutive Weekly Production Club with 
814 weeks—more than 15 years —to 
his credit. 


Conn. General Ups Three 


Connecticut General Life has made 
the following group managerial appoint- 
ments: Paul L. Murphy becomes district 
group manager at Syracuse, Robert H. 
Brownell at Cincinnati and Richard K. 
Weisenfluh at Indianapolis. 

Mr. Murphy joined the company in 
1947. He had been in group sales work 
at Hartford. Mr. Brownell has been at 
the Broadway office in New York City 
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since 1949 as group sales representative. 
Mr. Weisenfluh joined the company in 
1947 and has been group sales repre- 
sentative at Indianapolis. All are army 
veterans. 


Great-West Enters Texas; 
Names H. T. Childre, N. E. 


Long Joint Dallas Managers 


Great-West Life has been licensed in 
Texas and has named H. Thad Childre 
and Newman E. Long as joint managers 
for north Texas, with headquarters at 
Dallas. Mr. Childre and Mr. Long were 








H. Thad Childre N. E. Long 


formerly general agents at Dallas for 
Occidental Life and Provident Mutual, 
respectively. 

Mr. Childre has been in the business 
for 30 years and has been a general 
agent in Dallas since 1936. 

Mr. Long, a C.L.U., entered life in- 
surance in 1946 after serving as an 
FBI agent during the war. After three 
years of personal production he was 
named general agent in 1949. 

Mr. Childre has specialized in building 
a brokerage agency while Mr. Long has 
emphasized full-time personnel. Mr. 
Long is president of the Dallas Life 
Underwriters Assn., past president of 
the junior chamber of commerce and in 
1941 was named “young man of the 
year” in Dallas for his outstanding com- 
munity service. 

The Dallas office will open at 107 
Mercantile Commerce building early in 
March. Meanwhile business is being 
conducted in temporary quarters at 1502 
Dallas National Bank building. Mr. 
Childre and Mr. Long are presently 
visiting Great-West’s home office in 
Winnipeg. 





Great-West Life has appointed George 
Weise group supervisor at Newark 
where he will be in charge of the newly 
opened group service department. He 
has been in group selling for 13 years. 
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WARM FACTS ABOUT WESTERN 


THERE’S a warmth to Western that’s all its own—a personal touch that kindles a spark of 
“belonging” in the men who work with us. It makes for good human relations and enthusiasm. 
It makes for the deep-seated satisfaction that becomes the successful insurance agent. 
There’s another side to our story—a factual side—that inspires equal interest. You'll find 
it reflected in our steady growth, and in fieldmen’s compensation that is well above average. 
If the idea of “belonging” appeals to you . . . if you want more income or more leisure time 
for the same effort . . . better see Western soon about a personal producing General Agent’s 
Contract. Your Manager’s or General Agent’s recommendation will help. 


@ LEE CANNON, Agency Vice-Pres. 
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Serving the insurance needs 
of the West since 1910 
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R. Graeme Smith Resigns 
Equitable Society Post 


PHILADELPHIA — R. Graeme 
Smith, director of agencies of Equitable 
Society’s middle At- < 
lantic department << 
since 1946, has re- 
signed. The depart- 
ment has been 
placed under S. A. 
Burgess, 2nd_ vice- 
president, who con- 
tinues to head the 
northeast- 
ern department. 

Mr. Smith from 
1936 to 1942 was 
associate manager 
of the Connecticut 
General agency at 
Philadelphia head- 
ed by his brother, Stuart F. Smith, now 
vice-president of Connecticut General. 
He graduated from Yale in. 1923 and 





R. Graeme Smith 


went to the Connecticut General home | 


office, where he became assistant secre- 


tary in the city mortgage loan depart- & 


ment. 

After army service overseas, he acted 
as purchasing agent for far eastern and 
Mediterranean interests and as agent for 
purchase and sale of corporate busi- 
nesses in the Philadelphia area. 





Franklin Names Cardinal, 
Shaffer in Pennsylvania 





Jack L. Cardinal and John C. Shaffer 
have been appointed co-general agents 
of Franklin Life, with headquarters at 
Clairton and McKeesport, Pa. Both 
were formerly with Metropolitan Life 
as assistant district managers in the 
Pittsburgh area. They entered life in- 
surance in 1947 as Metropolitan agents 
and chalked up outstanding personal 
production records. Both became assist- 
ant managers in 1949. 

Mr. Cardinal has specialized in field 
training. Mr. Shaffer recently addressed 
the Uniontown Life Underwriters Assn. 
and is in considerable demand as a 
speaker before life underwriter organ- 
izations. 





Putnam in Houston Post 


Manhattan Life has appointed Frank 

: mee M. Putnam general 
agent at Houston. 
He has been assist- 
ant manager at 
Houston for Pru- 
dential. He started 
in insurance at 
Waco with Texas 
Life. Prior to en- 
tering insurance he 
was a reporter on 
the New Orleans 


years was with the | 
paper as a sales- 
man and sales man- 
ager. Later he 
managed a printing concern in Houston. 


Risko Made General Agent 


Minnesota Mutual Life has appointed 
John H. Risko general agent at Provi- 
dence, R. I. A graduate of Providence 
College, he entered life insurance i 
1946 after army service. 





F. M. Putnam 








Nashem Branch at White Plains 


The Nashem agency of Mutual Bene- 
fit Life at New York City will open a 
district office at White Plains on Feb. 1 
with Lucas F. Ziluca as manager and 
William W. Beers production manager, 
Berthold J. Saruya brokerage managery 
and Emanuel Winston director of ini- § 
tial training. Mr. Ziluca joined the 
agency in 1948. Mr. Beers has been 
brokerage manager and Mr. Saruya has 
been in insurance in New York City for 
over 20 years and is on the L.U.T.C 
faculty. Mr. Winston has been assistant 
to the general agent. 
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was placed in charge of monthly and committee, Mr. Parks, chairman: 

commercial A. & H. business. Willard Charles E. Collins, Mutual Benefit 

E. Pace, assistant manager, is in charge H. & A., Wichita Falls; Herman 





Extend Deadline on 
Cal. A. & H. Law 


Commissioner Maloney of California 
has sent a bulletin to companies writing 
disability coverages in the state advis- 
ing that the department has reconsid- 
ered its interpretation of the automatic 
withdrawal of approval provision in the 
A. & H. minimum benefits law, and will 
allow companies to continue to deliver 
or issue for delivery policies approved 
prior to July 1, 1950, upon which such 
approval has not been specifically with- 
drawn, until the department withdraws 
approval in writing. 

Gov. Warren has signed an emer- 
gency bill enabling the department to 
take such action. 

Previously the interpretation had been 
that on Jan. 1 there would be automatic 
withdrawal of approval on all policies 
which did not comply with the policy 
approval standard of the minimum bene- 
fits law, and this would apply to those 
policies submitted prior to July 1, 1950, 
the first effective date of the minimum 
benefits act. 


90-Day Grace Period 


Mr. Maloney said that reconsideration 
of the original stand has brought forth 
the view that the original language of 
the withdrawal section merely operates 
to make applicable to policy forms sub- 
mitted prior to July 1, 1950, the with- 
drawal of approval provisions contained 
in another section. 

Withdrawal of approval will not take 
effect until the 91st day following its 
mailing or delivery to the company. 

Temporary approvals which have been 
given to certain policies and which were 
dated to expire Dec. 30, 1950, or Jan. 1, 
1951, are also extended for an indefinite 
period and until subsequently termi- 
nated by specific withdrawal. Any no- 
tices of withdrawal heretofore given 
have been withdrawn and may be dis- 
regarded, and these policies will be 
treated in the same manner as those 
which were given unlimited approval. 

To afford the companies and the de- 
partment an additional reasonable time 
within which to permit orderly redraft- 
ing, refilling and reconstruction of old 
policy forms, the department will not 
mail any notices of withdrawal of previ- 
ous approval on the grounds of non- 
conformance before March 1. 

This action by the commissioner and 
his support of the legislation permitting 
it will be of considerable help to the 
companies, which had been up to their 
ears in attempting to comply with the 
original provision of the law. 


Doyle Describes Closing 
for Chicago A. & H. Group 


Inability to get organized is the chief 
reason why many salesmen are medi- 
ocre, Clinton C. Doyle, regional super- 
intendent of agents for Loyal Protec- 
tive Life at Aurora, Ill, declared in 
addressing the January meeting of Chi- 
cago A. & H. Assn. 

_Mr. Doyle’s subjest was “Getting Ac- 
tion,” which he said implies closing. 

Sound sales training is not based on 
the use of high pressure tricks. The 
salesman should give the prospect a 
clear understanding of the policy and 
stick to his sales story. Mr. Doyle said 
that $10 words should be eliminated. If 
a word is used that is not in the pros- 
Pect’s vocabulary, it may throw him off 
the train of thought. The idea some- 
times advanced —“If you can’t sell ’em, 
confuse ’em,” doesn’t produce business 
that sticks, he added. 


Demarcate Excuses, Questions 





Most excuses are a smoke signal used 
by the prospect to cover up his fear of 
buying, Mr. Doyle declared. There is 
a natural resistance to any sale, espe- 
cially when it is being made by a 


stranger. The salesman must learn the 
difference between an excuse and an 
honest question and be ready to back up 
and restate his case if the prospect is 
confused. 

If the agent lays the foundation and 
is alert for the close, and then is a good 
listener when the excuses are brought 
out, he should then present his re- 
assurances. However, he said, it is es- 
sential to know the prospect’s fears and 
what prompts them, since most of these 
fears can be overcome if the salesman 
exudes confidence. 

It was announced that the sales con- 
gress will be at the LaSalle hotel Feb. 
20 and will consist of a lunch, a sales 
meeting and a cocktail hour. Clayton 
F. Lundquist, Lamb, Little & Co., the 
president, presided. 





New Claim Sections Set Up 


Due to the expansion of its A. & H. 
business, Washington National has set 
up three new sections of the casualty 
and group claim divisions. 

Earl G. Schaffnit, assistant manager, 


of teachers group claims and Lyden F. 
Larger, assistant manager, of industrial 
group claims. They will work under the 
supervision of F. A. Eggler, assistant 
secretary in charge of the casualty and 
group claim divisions. 

Paul M. Olson, second vice-president 
and assistant treasurer, has been ap- 
pointed chairman of the personnel com- 
mittee. 





Slate Davis for President 
of Texas A. & H. Association 


Emerson Davis, Texas general agent 
for Inter-Ocean at Dallas, has been 
nominated for president of Texas Assn. 
of A. & H. Underwriters to succeed 
George M. Parks, American Hospital & 
Life, Houston. 

Others on the slate, subject to formal 
but normally routine election at the 
Feb. 17 meeting of the executive com- 
mittee, are: Vice-presidents, L. C. Wood- 
ham, Great American Reserve, Dallas, 
and William D. Bacon, Occidental Life, 
San Antonio; secretary, Allen Cure- 
ton, Southland Life, Dallas; executive 


Andrew, Business Men’s Assurance, San 
Antonio; D. G. Liggett, Southland Life, 
Houston, and Clifford McDonald, 
Guardian International Life, Dallas. 

During the spring months the associa- 
tion will place its major emphasis on 
building the state membership to 3,000 
in anticipation of the annual converi- 
tion of the International association at 
Dallas June 11-13, for which Mr. Davis 
is general chairman. 





Examines Hospital Assn. Funds 


RICHMOND, VA. — Virginia cor- 
poration commission is examining the 
books of Virginia Hospital Service Assn. 
following its request for a 21% increase 
in hospitalization rates and a 22% in- 
crease in rates for medical and surgical 
service. 

The commission wants to see whether 
association funds and reserves have been 
properly handled before the hearing 
comes up on Feb. 21. The association 
contends that increases in hospital fees 
and medical rates have forced it to dip 
into its reserves to meet current ex- 
penses. 
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You're right — these men are all working at what are considered non- 
hazardous occupations. The danger is that one or more may not be able 
to work tomorrow — or next month — or even next year. 


Sooner or later, accidents — on the street — in the home — at work — 
will disable some. Serious sickness is bound to put others to bed for a 


That is why Disability Income ($10 Monthly per $1000) adds so 
much to the life insurance sales story. Provident Producers say it helps 
them to close a lot of good cases. 


DENT INSURANCE COMPANY 


CHATTANOOGA 





protecting provident people since 1887 
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AMONG COMPANY MEN 





McHaney President, 
Head Chairman of 
General American 


General American Life has elected 
Walter W. Head, founder and president 
since 1933, as chair- 
man. He is suc- 
ceeded as president 
by Powell B. Mc- 
Haney, who has 
been executive vice- 
president. Sidney 
W. Souers, a mem 
ber of the board 
and executive com- 
mittee since 1936, 
has been named to 
the newly created 
post of chairman of 
the executive com- 





Walter W. Head mittee. 
Mr. Head has 
been in banking and insurance for a 


half century and guided the new com- 
pany through the difficult job in 1933 
of acquiring the business and assets of 
the defunct Missouri State Life, a busi- 
ness with $29 million impairment in 
reserves. By 1946, General American 
had eliminated the 50% lien imposed on 
unregistered policies in the old company 
account, repaid interest on the liens and 
in less than 10 years had effected com- 
plete mutualization of the company. 


Mr. McHaney has been in insurance 
law since 1928 and is currently chairman 
of the Legal Section of American Life 
Convention, of which he has been a 
state vice-president. He was named ex- 
ecutive vice-president of General Amer- 
ican a year ago and has been with the 
company since 1936, when he was 





Souers 


Ss. W. 


P. B. McHaney 


elected to the board. Mr. McHaney wasa 
voting trustee under the mutualization 
program. In 1942 he became vice-presi- 
dent and general counsel. In 1933 he 
had been appointed assistant attorney 
general of Missouri and then became 
chief counsel to the Missouri insurance 
department. 

Mr. Souers is currently special con- 
sultant to President Truman. Formerly 
executive vice-president of General 
American Life, he left the company in 
1940 for active duty as a _ lieutenant 
commander in the naval reserve and rose 





Age 30 
Death 
Year Benefit 

1 $10,000.00 

10 6,600.00 

15 4,000.00 

20 and 2,000.00 

thereafter 





WHY 
You should investigate the Opportunity we have to offer— 


The finest Agent’s Contracts available today — We dare comparison. 
You write your own ticket — It’s incentive all the way. 
ou can, as an Agent, make the Top General Agent’s Commission with 
Lifetime renewals — Persistency Bonus that means real money to you. 
Free vacation with all expenses paid — etc. 
It's new—Investigate—Compare—then make your decision. 
Here’s an Illustration of one of our policies — the 
HOME SECURITY PROVIDER 
A real leader in the field of MAXIMUM PROTECTION for each 
PREMIUM DOLLAR PAID 


WRITES $10,000.00 NON-MEDICALLY 
Interested? Write for details. 
Illinois, Michigan and Missouri 


Annual Premium $67.50 
In addition to Death Benefit 
Policy provides for 
* Guaranteed Cash Values 
* Paid-up Insurance 
* Extended Insurance 
* Annual Dividends 


Territory available in 


CHARLES H. DAVIS 
Superintendent of Agencies 
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An old line mutual legal reserve company 
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EASTERN LIFE INSURANCE COMPANY 
OF NEW YORK 


386 FOURTH AVENUE HARRY YARIN, 
NEW YORK 16, N. Y. 


Issues $10.00 Monthly Ificome Disability Benefits 
per $1,000.00 of Insurance up to $150.00 a month. 


One and Five Year Renewable Term, Ten Year Term and Term Expect- 

ancy; Mortgage Protection Insurance; Family Income Riders; Juvenile 

Insurance; Insurance with Annuity; Life Premium Reduced One-half 

After Twenty Years; Limited Payment and Endowment Contracts; Also 
Sub-Standard Policies Issued. 

General Agencies available in Upstate New York, New Jersey, 
and the District of Columbia 


For further information write to 


MURRAY APRIL, Director of Agencies 


“A Company wit. a Friendly Atmosphere" 





V. P. and Secretary 








to rear admiral. He has served as di- 
rector of the central intelligence agency 
and executive secretary of the national 
security council. 


Paul McNamara Is 
New President of 
North American Life 


Paul McNamara was elected president 
of North American Life of Chicago to 
succeed E. S. Ashbrook, who has be- 
come chairman. Mr. McNamara is the 
son of the founder of the company, the 
late John H. McNamara. He has been 
executive vice-president of the company 
since 1944. He began with the organi- 
zation in 1916, and was elected vice- 





president in charge of the agency force 
in 1927. 

The new chairman has been president 
of the company since 1927. He entered 
the business with North American Life 
in 1910 and became Kansas City man- 
ager, in 1917 became superintendent of 





E. S. Ashbrook Paul McNamara 


agencies, and in 1919 vice-president in 
charge of the agency force. 

C Ashbrook, vice-president and 
director of agencies, has been promoted 
to executive vice-president. Mr. Ash- 





L. O. Copeland 


Cc. G. Ashbrook 


brook started with the company in 1921, 
became superintendent of agencies in 
1932, vice-president in 1944 and director 
of agencies in 1947. 

L. O. Copeland, who has been secre- 
tary in charge of home office operations 
since 1947, takes the additional title of 
treasurer. He joined the company in 
1931, became assistant secretary in 1943, 
secretary in 1947 and also assistant 
treasurer in 1950. 


Pacific Mutual Appoints 
Blaul, Helphand, Carrigan 


Pacific Mutual Life has named Rich- 
ard Blaul supervisor of agencies and 
Ben J. Helphand and Michael Carrigan 
assistant actuaries. 

Mr. Blaul has been general agent at 
Los Angeles for Monarch Life and be- 
fore that he was assistant manager of 
agencies for Monarch at the home office. 

Mr. Helphand was with the South 
Carolina insurance department before 
joining the company nine years ago. Mr. 
Carrigan had been with Metropolitan 
Life before he joined Pacific Mutual in 
1947. Both are associates of the Society 
of Actuaries. 





N. A. Coonrad has been appointed 
assistant to the director of policyholder 
relations for the Farm Bureau insurance 
companies of Columbus. He has been 
for eight years with Ohio Farm Bureau 
Federation and Cooperative Association. 


Vice-president 


W. D. Grant has been advanced from 
assistant vice-president to vice-president 
of Business Men’s 
Assurance. He is 
the son of Chair- 
man W. T. Grant. 
After graduation 
from University of 
Kansas in 1939, he 
attended the busi- 
ness school of Uni- 
versity of Pennsyl- 
vania. He entered 
the navy and was 
discharged as 
a lieutenant com- 
mander. 

He was appoint- 
ed reinsurance sec- 
retary of B.M.A. in 1947 and has been 
responsible for the widespread expan- 
sion of the company’s reinsurance serv- 
ices. In 1949 he was made assistant 
vice-president and also has been serving 
as a director. 


Seven at Home Office of 
Occidental Life Advanced 


Edward S. Jensen, who has_ been 
with Occidental Life’s group department 
since 1934 and an assistant secretary 
since 1938, has been elected an assistant 
vice-president. Don Lee Hartman, John 
A. Llewelyn and C. S. Gillespie were 
elected assistant secretaries. 

Ron J. Martin was made an assistant 
actuary in the group department. Meno 
T. Lake and L. F. Slezak were elected 
assistant actuaries. 

Mr. Jensen as group superintendent 
and Mr. Hartman as assistant group 
superintendent have been with Occi- 
dental since shortly after it started writ- 
ing group insurance 16 years ago. 

Mr. Gillespie has headed Occidental’s 
underwriting of ordinary business since 
1948. Mr. Llewelyn has been an assist- 
ant group superintendent and Mr. Mar- 
tin chief group underwriter. Mr. Lake 
and Mr. Slezak were assistants to the 
actuary. 


Scannell Medical Director 


Security Life & Accident has elected 
Dr. Raymond C. Scannell vice-president 
and medical director. He served six 
years in the army medical corps during 
the last war and on his release in 1946 
started practice in Denver. 


McDonald in Agency Post 


Empire Life of Canada has appointed 
N. D. McDonald superintendent of 
agencies. He succeeds D. W. Morphy 
who becomes manager at St. Catharines. 
Mr. McDonald has been with the com- 
pany agency department for 20 years. 
Mr. Morphy because of his health is un- 
dertaking less strenuous duties. 


Galloway to Wabash Life 


Victor C. Galloway has been named 
assistant to the president and agency 
director of the newly-formed Wabash 
Life of Indianapolis. Mr. Galloway has 
been with Prudential at Chicago for 15 
years. The company plans to enter the 
A. & H. field soon. 


NOTICE TO SUBSCRIBERS 


When changing your address, please advise 
your postmaster and the National Under- 
writer four weeks in advance, furnishing 
both your old address (printed label on 
cover) and your new address in order that 
copies of the National Underwriter may 
continue to reach you without delay. This 
notification may be made by letter or post 
office card Forms 22 and 22S respectively, 
which your postmaster will supply upon 


request. 
THE NATIONAL UNDERWRITER 


Circulation Department 
420 £. Fourth Street, Cincinnati 2, Ohio 





W. D. Grant 
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~ NEWS OF LIFE ASSOCIATIONS 





Moynahan Attracts Record 
Attendance at Los Angeles 


LOS ANGELES—A record attend- 
ance greeted John D. Moynahan, 
N.A.L.U. president, when he addressed 
Life Underwriters Assn. of Los Ange- 
les on association affairs. The entire 
agency force of Metropolitan Life in 
Los Angeles and vicinity was in attend- 
ance. i ; 

Mr. Moynahan said N.A.L.U. now 
has 55,000 members and still is growing 
and that the L.U.T.C. now has 4,300 en- 
rolled. He reviewed insurance legisla- 
tion, including voluntary life insurance 
for GI’s. . 

Norma Wasson Bard, chairman of 
the Women’s Quarter Million Dollar 
Round Table, presented certificates of 
membership to the Los Angeles women 
members of the round table, which she 
said now has 202 members. 

Roy Ray Roberts was presented the 
Will G. Farrell Trophy, for outstanding 
work aside from his insurance activities, 
by the Los Angeles Chamber of Com- 
merce. ; 

Among the 530 attending were Pres- 
idents Hollingsworth of the Pasadena 
association; James W. Lantz, Jr., Long 
Beach; Emmet G. Velthouse, Pasadena- 
San Gabriel; Antone McEwen, San Ber- 
nardino; James T. Dillon, Glendale; 
Robert S. Albritton, Santa Monica. 
Hugh S. Bell, Seattle general agent of 
Equitable of Iowa, also was a guest. 

Following the luncheon Mr. Moyna- 
han held a conference with association 
officials in attendance and in the evening 
was guest of honor at a cocktail party 
given by Occidental Life. 


Announce Ohio Caravan 


Ohio Assn. of Life Underwriters has 
arranged a sales caravan, which will 
start Jan. 31 and continue through Feb- 
ruary. Cities in which sales congresses 
will be held include Chillicothe, Newark, 
Lancaster, Zanesville, Canton, Marion, 
Mansfield, Painesville, Ashtabula, War- 
ren, East Liverpool, Steubenville, San- 
dusky, Lima, Tiffin, Springfield and 
Portsmouth. Presiding at the various 
sales congresses will be Vice-presidents 
Claude Wetherill, Springfield; John N. 
Lenhart, Cleveland; Edward R. Heinz- 
man, Warren, and W. Henry Blohm, 
Cincinnati, and Past-president C. E. 
Spencer of Toledo. Speakers at the 
first four congresses, which will be held 
at Chillicothe, Newark, Lancaster and 
Zanesville, will be Arnold Laut and 
Charles P. Fehl of Cleveland, and Rob- 
ert K. Zimmer of Columbus, president 
of the Ohio association. 





Peirce Reviews ’51 Outlook 


A drop in total new business in 1951 
but a rise in group and pension cover- 
ages; a decrease in the number of 
agents; emphasis on life insurance as 
estate property, “the makings of a new 
decline in interest rates,” and the spread 
but eventual fading of bank assured 
savings accounts were predicted by H. 
J. Peirce, Massachusetts Mutual, In- 
dianapolis, president of Indiana Assn. of 
Life Underwriters, in talks before the 
Kokomo and Shelbyville-Greensburg as- 
sociations. 


Watertown, N. Y¥.—Joseph Kessler of 
the social security board discussed the 
hew social security amendments. 

Lafayette, Ind.—F. J. O’Brien, vice- 
president and director of sales promo- 
tion of Franklin Life, spoke at the 
“guest night” for members and their 
wives on “Fundamentals That Make 
Success in Life Underwriting.” 

Wausau, Wis.—Two films, “Presenting 
Life Insurance to Fill Needs,” and 
“Motivating the Prospect,” were shown 
at a meeting of the Wisconsin Valley 
association by courtesy of Wisconsin 
National Life. 

Chieago—The women’s division heard 
Mrs. Elsie Doyle, Union Central, Cin- 
Cinnati, discuss the special problem 
women agents have in counteracting 
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the attitude that “a brain under a 
feather hat can’t possibly understand 
such complicated problems as a pension 
trust.” She stressed the fact that it is 
essential that women acquire knowl- 
edge. Women agents must be in a posi- 


tion to provide the best service and 
technical Knowledge. It is better to 
consult an expert than to bluff it 


through, she emphasized. 

Montreal—A. C. Lloyd, Toronto Gen- 
eral Trust Co., Montreal, and R. D. 
Taylor, Sun Life of Canada, conducted 
a forum on life insurance legal points, 
estate planning and taxation. 

Scottsbluff, Neb.—Fonda Brown, vet- 
erans service officer, gave members 
many helpful suggestions to use when 
discussing NSLI with veterans. H. W. 
Calvin, Bankers Life of Nebraska, was 
reappointed national committeeman. 

Grand Island, Neb.—Ladies’ night was 
celebrated with John Carr, president 
Nebraska managers association, as 
speaker. He told his audience what 
local and state underwriters’ associa- 
tions can mean to the agent. 


Manhattan, Kan.—John H. Cooter of 
the social security office at Topeka ex- 
plained the new social security law and 
how it affects life insurance. 


Hastings, Neb.—Gene Aabel, Occi- 
dental Life, was presented the Purdue 


course diploma by Clyde Drew, Metro- 
politan Life, president of the associa- 
tion. Jack Van Bloom, general agent 
for United Benefit Life at Lincoln, dis- 
cussed “words.” 

Michigan City, Ind.—Harold Keppen 
has been chosen as secretary-treasurer 
and a director of the LaPorte County 


association, replacing Clifford Weiland, 
who has been transferred to Hamil- 
ton, 


Wichita—William Crean of the Lacy 
Sales Institute spoke on “What Makes a 
Star Salesman Tick.” 

Topeka — Keith Hayes, Hutchinson, 
president of the Kansas association, ad- 
dressed the January meeting. Harlan 
Sehlicker, New England Mutual, To- 
peka, was presented a C.L.U. diploma, 

Alliance, Neb.—The Panhandle asso- 
ciation heard a talk on taxes and cur- 
rent problems by George Roe, local ac- 
countant. Plans were discussed for a 
western Nebraska ladies’ night ‘party to 
be held shortly. 

Memphis—“The Part That the Weekly 
Premium Agent Plays in the Life In- 
surance Field’’ was the topic of Thomas 
B. Rosser, Metropolitan Life, Dyersburg, 
Tenn. Agents selling weekly premium 
insurance were honor guests. 


Columbus, 0.—Economy is the hottest 
subject gefore the American people to- 
day, and the owner of a life insurance 
contract is the only person who is sav- 
ing any money for himself, Glenn W. 
Isgrig, Reliance Life, Cincinnati, said. 


Few persons realize that life insurance 
is both a protection and a saving. The 
very first dollar invested in life insur- 
ance creates an estate, and it provides 
funds for insured’s family in the event 
of his death and for himself if he lives. 


Philadelphia—At a sectional luncheon 
Feb. 1, Herman Kaufman, Metropolitan, 
will discuss “Ordinary Conversation”; 
Allen M. Wilson, Prudential, will talk 
on “Opening New Homes”; and Edwin 
M. Keough, president Pennsylvania Mu-' 
tual Life, will speak on “1951 and You.” 


Miami—The association recently ob- 
served its 25th anniversary with a talk 
by Phil Sanchez, Jr., Equitable Society, 
Pensacola, president of the Florida asso- 
ciation. He reviewed the state associa- 
tion program. Present were five charter 
members and eight past presidents. 


St. Paul—A dinner will be held Jan. 
29 to launch the Heart Fund drive in 
St. Paul and Ramsey county. Ellis J. 
Sherman, Northwestern National Life, 
and Robert E. Shay, Bankers Life, co- 
chairmen of the drive, will be on the 
program. More than 200 will attend. 


Washington, D. C.—John D. Moyna- 
han, National association president, will 
address ‘the March 9 meeting. A. Jack 
Nussbaum, Massachusetts Mutual Life, 
Milwaukee, National trustee, spoke on 
“How to Sell Life Insurance in 1951” at 
a luncheon meeting. 

Cincinnati—R. K. Zimmer, general 


agent of Penn Mutual at Columbus, 
president of the Ohio association, ex- 





A RULE FOR HALF 


A CENTURY 


At the time of our humble beginning fifty 
years ago, this rule was adopted governing 


claims: 


“Pay all just claims pleasantly and promptly; 


reject all unjust claims pleasantly but firmly. If 
doubt exists that cannot be removed, give the 
policyholder the benefit of it.” 


That same rule has been followed for half a 
century now and, looking back over the years, 
we are confident it has made a great contribu- 
tion to the building of this company. 


The NATIONAL LIFE 
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hibited charts showing that life insur- 
ance is the only method left today to 
provide what the individual wishes to 
accomplish in the future. Judd C. Ben- 
son, manager of Union Central, past 
president of the National association, 
reviewed major national legislative de- 
velopments. 

Quincy, Ill.—Alfred E. Wooleyham, at- 
torney, said that the middle class of 
the country makes up two-thirds of the 
population and that the contribution of 
life insurance men to maintaining this 
middle class, and hence combating com- 
munism, is vital. 

Springfield, Ill—William King, gen- 
eral agent for Fidelity Mutual at St. 
Louis, addressed the January dinner. 


Charleston, S. C.—Roger Bourland, di- 
rector of ordinary agencies of Liberty 
Life of Greenville, was the speaker. 


Austin, Tex.—Earl R. Reinke, Austin 
manager of Metropolitan Life, presented 
the use of “Visual Aids in Selling.” 
He gave a presentation of business life 
insurance for the partner, showing how 
without life insurance and a buy-and- 
sell agreement, the business would be 
liquidated or the family of the deceased 
taken in as a partner. 

Hartford—Arwood Henderson, assist- 
ant superintendent of agencies of Aetna 
Life spoke on “Overrated Life Insur- 
ance.” 


Battle Creek, Mich.—Ernest R. Tonkel, 
Grand Rapids, speaking on “What’s to 
be Done in ’51,” advised life men to 
“keep your feet on the ground and 
think clearly” during this emergency 





period. He noted that the nation will be 
under a semi-war economy and during 
such a period “good men will become 
better and weak men weaker.” 

Philadelphia—George J. Laikin, Mil- 
waukee and Chicago tax attorney, pre- 
sided at a one-day business insurance 
session sponsored by the life insurance 
& trust council. Other participants were 
Kenneth W. Gemmill, Philadelphia at- 
torney, and Harry S. Redeker, general 
counsel of Fidelity Mutual Life. 

Syracuse, N. Y.—Kenneth L. Anderson, 
senior consultant of Life Insurance 
Agency Management Assn., spoke at the 
January meeting. 

Seranton, Pa.—Robert Mills, general 
agent of Franklin Life at Allentown, Pa., 
spoke on “How Do We Start From 
Here?” 

Erie, Pa.—George H. Plante, general 
agent of John Hancock at Cleveland 
discussed “Business Life Insurance for 
the Small Business Man.” 

Lawrence, Kan.—John Couder of the 
social security board at Topeka traced 
developments in social security during 
the past 13 years. 

Niagara Falls—James E. Rutherford, 
vice-president of the district agency de- 
partment of ‘Prudential, said that the 
life insurance agent can take all eco- 
nomic problems away from tomorrow’s 
worries for his clients. 








Citizens National Life held open 
house in its new home office building at 
Indianapolis, 
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CALIFORNIA 


GENERAL AGENCY 
OPPORTUNITIES 


Progressive !'/ Billion Dollar Life Com- 
pany including Group and individual Ac- 
cident & Health—has attractive franchises 
available in several California key cities— 


Liberal Agents and Brokers Commission 
Contracts. 


Over 40 million currently in force in State 
—Exceptional opportunity to qualified men 
—Write giving complete background and 
experience. Address D-3, The National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 
4, il. 

















C. L. U. OPPORTUNITY 


A Billion Dollar Life Insurance 
Company has a Position open for a 
qualified ASSISTANT MANAGER—to 
assist in recruiting and training gen- 
eral agents, brokers and agents. 


Excellent Opportunity — Salary 
open—Plus commission and Bonus— 


Please give qualifications and 
background — Correspondence abso- 
lutely confidential — 


Address D-51, The National Un- 
derwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 





WANTED 
MANAGER FOR ALBUQUERQUE 
ORDINARY AGENCY 


Established Company wants manager for 
going agency in Albuquerque, New Mexico. 
Ordinary only. Excellent territory, prosper- 
ous, wonderful opportunity. 


Give complete background in letter of 
application, picture, references. Our Albu- 
querque agents know of this ad. 


Address D-44, The National Underwriter 


Magazine, 175 West Jackson Blivd., Chicago 
4, Illinois. 








OPPORTUNITY OPEN 


Good starting salary and opportunity to 
grow, in administrative department of large 
Chicago pension trust organization, for 
man who has had considerable experience 
with life insurance company practices and 
procedures and has capacity for handling 
detail. In reply give brief statement of ex- 
perience and qualifications so that ap- 
pointment can be arranged. Address D-52, 
The National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








WANTED 


Experienced successful porvenst producer, pref- 
erably C.L.U. or O.M.R.T. interested in agency 
management, to start as Assistant General 
— recruiting and training agents in an 
established Los Angeles Agency. Company has 
over 3 Billion in force. 


Address D-39, The National Underwriter, 175 
W. Jackson Bivd., Ceres 4, Illinois, giving 
experience and other qualifications. All inquiries 
confidential. 








General Agent or Manager 


Now in Texas for one of the first Ten Compa- 
nies, wishes agency in his home city of Phila- 
delphia, Pa. 35 years old—CLU—Clean record. 
Present company advised of resignation. Ad- 
dress D-49, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 














NEWS OF LIFE COMPANIES 





Jefferson Standard Meet 
Is Harmonious Affair; 


4 New V.-P.’s Named 


GREENSBORO, N. C. — Harmony 
marked the annual meeting of Jefferson 
Standard’s stockholders here, a fight in 
the company’s upper echelon having 
been settled prior to the meeting. 

Howard Holderness was reelected 
president and four new vice-presidents 
were named. Dr. H. F. Starr, formerly 
medical director, becomes vice-president 
and medical director; Karl Ljung, for- 
merly agency manager, becomes vice- 
president in charge of agency opera- 
tions; George K. Cavenaugh becomes 
vice-president and retains his title as 
manager of the securities department, 
and M. A. White, formerly 2nd _ vice- 
president, becomes vice-president and 
secretary. R. B. Taylor has been ad- 
vanced from associate agency manager 
to agency manager. : 

In line with a compromise worked out 
between the warring factions, stock- 
holders elected six new directors and 
reelected 14 from the old board, in- 
creasing the board membership from 
18 to 20. 


Price Compromises 


The company’s troubles began when 
Ralph C. Price was deposed as presi- 
dent last May. Mr. Price at first vigor- 
ously protested his removal and the 
election of Mr. Holderness as president 
but later dropped his protest and de- 
manded a shakeup in the board. He 
wanted 10 new directors but agreed to 
a compromise on six. 

New directors are C. W. Coker, 
Hartsville, S. C.; C. McD. Davis, Wil- 
mington, N. C.; Marcus Greer, Dallas; 
William Tuck, South Boston, Va.; Ed- 
ward Potter, Jr., Nashville, and R. O. 
Huffman, Morgantown, N. C. 

The company’s new business in 1950 
reached a record high of $130,796,027, 
a gain of 6%. Insurance in force at 
Dec. 31 stood at $967,492,522, up $73,- 
289,324. Assets increased $22,556,827 
to $265,315,054. Surplus to policyhold- 
ers was $35.5 million. The regular 20- 
cent stock dividend was declared, and 
a 5% annual bonus was voted for home 
office and branch personnel. 


Ward Heads Ohio National 
Pacific Coast Division 


Ohio National Life has promoted 
Hobe M. Ward from assistant manager 
of the western divi- 
sion to Pacific 
‘Coast division man- 
ager. This division 
includes eastern 
Washington, Ore- 
gon, California and 
Nevada. Division 
offices will be lo- 
cated in the San 
Francisco Bay area. 

Mr. Ward has 
been with Ohio 
National 17 years, 
and has made an 
outstanding record 
as a personal pro- 
ducer, general agent and assistant man- 
ager. 


Records Fall in Drive 
Honoring W. F. Poorman 


Wisconsin agents of Central Life of 
Iowa honored President W. F. Poorman 
with $11 million in new business during 
1950, the largest production from the 
state in Central Life’s history. The 
campaign was designed to run from Nov. 
17 to Jan. 17, ending with a regional 
educational meeting in Des Moines Jan. 
17, President Poorman’s birthday. 

The company sales force accepted a 
campaign goal of $5,400,000 in new busi- 
ness, and present figures indicate they 
will exceed $6 million, a figure larger 








Hobe M. Ward 


than in any other like period. 

The company finished 1950 with over 
$320 million in force, over $110 million 
of assets and over $9 million of surplus. 


55 Franklin Agencies 
Topped Million in ‘50 


Fifty-five agencies of Franklin Life 
passed the million dollar mark in paid 
production for 1950. The Milwaukee 
division, with almost $10 million, led. 
The Georgia division was second and 
the Philadelphia division third. 

Keith S. Smith, Springfield, Il., was 
named “man of the year” with almost 
$14%4 million of production. He joined 
Franklin last January and immediately 
stepped into national leadership. He 
averaged better than 1% sales a day for 
the year. A. D. Lack, Oklahoma City, 
and R. A. Harrison, Sacramento, were 
in second and third places respectively. 
Both exceeded $1 million. 

With a net gain of over $150 million 
in force for 1950, Franklin is well ahead 
of schedule for attaining its goal of 
billion dollar stature by mid-1951. New 
business received during the first two 
weeks of 1951 showed a gain of $4 
million. 





Gabor Acquires Insurer 


MIAMI—Roosevelt Life & Health of 
Jacksonville, Fla., which was recently 
acquired by interests represented by 
Frank Gabor, Miami insurance man, is 
moving its home office to Miami. The 
company has been re-named Employers 
Life and will be in operation in March 
offering life, accident and health, and 
hospitalization policies. 

Business on the Roosevelt books has 
been reinsured by Suwannee Life of 
Jacksonville. 


Loyal Protective Capital Up 


Loyal Protective Life has increased 
its capital to $11%4 million by transfer- 
ring $500,000 from surplus to capital. 
With combined capital and surplus of 
more than $5 million, the increase in 
capital gives a better balance between 
capital and surplus. 








Sterling Declares Dividend 


Sterling of Chicago at its annual 
meeting reelected all directors but on 
a staggered basis so that hereafter they 
can be elected for three-year terms. 
Louis A. Breskin, president, gave a pre- 
liminary review of 1950 operations. 

The directors declared a dividend of 
10c a share payable Feb. 5 to stock- 
holders of record Jan. 30. 


Extra for United L. & A. 


United Life & Accident has declared 
an extra dividend of $2 a share payable 
Feb. 9 to stockholders of Jan. 31. 


Mass. Mutual Review School 


Massachusetts Mutual held its 22nd 
review school at the home office with 44 
on hand from 24 agencies. Sponsored 
jointly by the company and the general 
agents, the school was conducted by C. 
Lowell McPherson, director of training, 
assisted by J. J. Bergen, training super- 
visor, J. Walter Reardon of the training 
department and W. B. Ferguson, agency 
assistant. At the reception and dinner 
given by the senior officers, speakers 





% 


were Vice-president C. O. Fischer, who | 


was toastmaster; President L. J. Kalm- 
bach, C. H. Schaaff, agency vice-presi- 
dent, and Mr. McPherson. 


Edwin N. Van Horne, president of 
the Federal Land Bank at Omaha, has 





; 
\ 


been elected a director of American Re- | 


serve Life of Omaha. 





National Guardian Life has purchased 
a residence next to the home office _as 
an office for the Madison agency. The 
site eventually will be used for expan- 
sion of the home office building. 
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Know Where You're Going Each Morning 
or You're Unemployed, Cleeton Maintains 


Charles E. Cleeton, general agent for 
Occidental Life, Los Angeles, and vice- 
ident of 
told ' Ee ee 

members of the yy 
Chicago association 
never to be 
ashamed of their 
calling, but only to 
be ashamed of not 
calling. Through 
this and other well 
aimed epigrams he 
outlined his 10 com- 
mandments or com- 
mon denominators 
for success in the 





yay 


life insurance busi- Cc. E. 


Cleeton 


ss. 
. Cleeton, who is a life member 
of the Million Dollar Round Table and 
a strong personal producer as well as 
head of one of the leading agencies of 
his company, said that it is most im- 
portant for the life insurance salesman 
to have a plan of life, to know where 
he wants to go and where he wants to 
be five years hence. The future is a 
joy for those who chart it, Mr. Cleeton 
declared. Life insurance salesmen learn 
early to recognize that their best pros- 
pects are men who know where they 
are going, for it is these men one can 
be certain will get there. 

He characterized life insurance as 
providing the difference between an old 
man and an old gentleman. The old 
man is a figure with palm outstretched 
to his descendants, whereas the _old 
gentleman is passing out good things 
to those who follow him. He traced 
the careers of 10 of the greatest and 
richest men in 1928 and each one of 
whom died insolvent. He opined that 
life insurance could have helped each 
of them and cautioned each agent to 
be sure that his own program is as 
good as what he tries to sell others. 
He said that the American capital struc- 
ture needs men who will invest in 
stocks and bonds, but the individual 
must make sure that his life insurance 
program is adequate before he ventures 
into such fields. 


Sets an Early Morning Date 


The life insurance agent who does 
not know where he is going the first 
thing every morning is actually a mem- 
ber of the unemployed, Mr. Cleeton 
declared. He said that on the score of 
work habits, life insurance men have 
probably the poorest habits of all. For 
many years, Mr. Cleeton has made it 
a rule by at three o’clock each after- 
noon to make sure that he has an 
appointment the next morning at nine 
o'clock that will get him rolling. The 
appointment is not necessarily with a 
life insurance prospect, it may be with 
a center of influence or with someone 
who has only the remotest connection 
with life insurance, but at least it gives 
Mr. Cleeton the sense of having work 
to do and a place to go. 


Develop Geographical File 


He warned each of those present to 
develop, not only a prospect file, but 
advised those working in large metro- 
politan areas to develop a geographical 
Prospect file, so that they will not 
waste time and energy trekking from 
one side of the town to the other. He 
said that a regular file is absolutely essen- 
tial, because no agent can remember 
dates, data about prospects’ families or 
addresses and he must have some means 
of getting this information down quickly 
when he has picked it up. The brief 
time it takes for a man to make entries 
daily in his prospect file can be the 
most valuable time in his whole daily 
activity, he said. 

Mr. Cleeton advised each agent to 
be good to his centers of influence. He 
characterized himself as one who has 
to have lots of other guys helping him 
in his job. He devotes a certain amount 
of his money to entertaining centers of 
influence and to sending them small 
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Christmas gifts and other 
brances. 

He finds it essential for the life in- 
surance salesman to check his progress 
each month to make sure that the month 
actually lives up to the weight it must 
contribute to the year’s activity. He 
makes sure that each month he has 
twice as many prospects as the sales he 
needs to make the month live up to 
his goals. 

Let the China egg in your prospect 
file go, Mr. Cleeton advised his hearers. 
An important thing a salesman has to 
learn is that no man can sell every 
prospect. The salesman may not hit 
it off with all clients and he must recog- 
nize this. Mr. Cleeton works on a 
two-interview system. The first inter- 
view is exploratory, the second inter- 
view is the sales interview. If then 
there is still no sale, the third interview 
for Mr. Cleeton is a desperation inter- 
view. Mr. Cleeton will pull out all 
the stops in this interview and do 
anything honest to make a sale. He 
often produces a death claim blank, 
telling the prospect that this is usually 
the kind of blank only the widow sees. 
If all of these devices fail, Mr. Cleeton 
leaves the man for another life insur- 
ance agent to struggle with. 


Prepares Each Interview 


Mr. Cleeton believes in preparing 
each interview. He never assumes that 
the prospect knows that there are four 
sides to life insurance, indemnification, 
accumulation, money management and 
money distribution. Stay green and 
grow or grow ripe and die, Mr. Clee- 
ton advises. He indicated that a life 
insurance man to be an alive person- 
ality has got to read philosophies, biog- 
raphies, law to understand taxes and 
economics and the world about him, 
to devote at least one hour a day to 
the useful recreation of learning some- 
thing about the many fields in life. 

He termed it essential for the life 
insurance agent to have pride in his 
profession and the part in it which he 
plays. It is essential that the life in- 
surance man appreciate his role in com- 
bating the something for nothing phi- 
losophy which has been creeping into 
the American bloodstream, he concluded. 


Waldman Baby Captures Lot 
of Attention, Some Business 


remem- 





Some time ago Leo H. Waldman, 
New York City broker noted for his 
unusual methods of advertising, sent out 
a number of crying babies, a cylindrical 
device that makes a very plaintive “‘cry- 
ing baby” sound when turned over. He 
has been getting mail about it ever since, 
from customers and others. 

One prominent New York business 
executive wrote (in longhand) that “the 
darn thing said: ‘I shall not sleep nights, 
it protests, unless you take out insur- 
ance—from Mr. Waldman.’” It then 
prompted him to break into poetry. 

The president of a printing company 
begged Mr. Waldman to “please warn 
us in advance the next time you send us 
an advertising piece like your baby 
squealer.” There was a scramble in his 
office to see who got to take the thing 
home. Another business man said the 
“crying tube” came a little late, he had 
just suffered a small loss which could 
have been well covered and would Mr. 
Waldman put him down for the insur- 
ance? Several were delighted with it 
—for grandchildren. Post office em- 
ployes first jumped, then had fun with 
them. 

The gadget carried the Waldman 
message that this was the voice of “Mr. 
I Don’t Believe in Insurance” accom- 
panied by cartoons of burning houses, 
stolen valuables, busted automobile, per- 
sonal accident, and hold-up. 





Presbyterian Ministers Fund of Phila- 
delphia has been licensed in Ohio. 








| consider the $10 per day hospital- 
ization and $300 surgical group insur- 
ance program which our company has 
added to our group life and pension 
programs as a most valuable addition 
to security provided for Pan-American 
agents. And all this at no cost to us!” 


eta 


Francis J. Selman 
President, Dynamo Club 1949-50 
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*x* THE MODIFIED 3 
(which is sweeping the country) 
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(a complete education plan) 


PLUS 
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OFFICE SERVICE and UNDERWRITING 


For Information Address: 


CHARLES J. MESMAN 
Superintendent of Agencies 







CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice President 


KENNETH D. HAMER 
Vice President & Agency Director 
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New York City Managers 
Elect Evans President 


John H. Evans, Home Life of New 
New 


York, was elected president of 
York City Life 
Managers Assn. at 
the annual meeting, 
succeeding Louis 


W. Sechtman, 


Aetna Life. Harry 
Krueger, North- 


western Mu- 
tual, was named 
vice-president, and 
Thomas L. O’Hara, 
Metropolitan Life, 





secretary. 
Mr. Evans, after 
spending sever- 


al years in various 
insurance positions, é 
became field assistant, assistant superin- 
tendent of agencies and manager of the 
sales planning division of Home Life 
before opening his own agency in 1945. 
He has long been active in agents asso- 
ciation affairs and is a past president of 
Atlantic Alumni of L.I.A.M.A. 

Members of the board are Mr. Secht- 
man, A. J. Johannsen, Northwestern 
Mutual; John M. Fraser, Connecticut 
Mutual; S. Samuel Wolfson, Berkshire; 
Marshall MacLeod, Prudential; O. / 
Krebs, Aetna Life; Matthew J. Lauer, 
Continental American, and James F. 
MacGrath, Jr., U. S. Life. 

Committee chairmen named were 
Lambert M. Huppeler, New England 
Mutual, planning; William H. Bender, 
National Life of Vermont, business prac- 
tices; Arthur L. Sullivan, Fidelity Mu- 
tual, membership; Mr. Johannsen, law 
and legislation, and Mr. Fraser, co- 


ordinating. 


Abbey San Antonio Speaker 


San Antonio Life Managers Club had 
as honor guest and speaker Elmer Ab- 
bey, Aetna Life retired general agent. 
He reviewed the organization of the 
club and its value in discussing recruit- 
ing and training men and in bringing 
about a better understanding among life 
insurance men. 


John H. Evans 








Business Insurance L. A. Topic 
Life Agency Supervisors Assn. of Los 
Angeles at its January meeting took up 
the question, “What Am I Doing 
About Business Insurance?” which was 
answered by various members. The an- 
swers reviewed the type. of training in 
business insurance given new men and 
methods of prospecting to get business 


insurance. f 
William G. Klove, Equitable Society, 
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was elected vice-president to fill a va- 
cancy and E. G. Wall, Connecticut Mu- 
tual, was chosen secretary to succeed 
Mr. Klove. 





Tampa managers heard Roy L. 
Thomas, Liberty Life, Birmingham, 
speak on “What Will You Do by °52?” 


Nebraska managers at a meeting at 
Omaha heard Robert E. Dineen, vice- 
president of Northwestern Mutual Life 
and former New York commissioner, 
discuss the job of the general agent and 
manager. 

Seattle life managers heard a talk on 
“How to Get Along with the Home 
Office” by Walter R. Hoefflin, general 
agent of Pacific Mutual at Seattle. 








Royal Neighbors Enlarging 
Its Home for Aged 


Royal Neighbors is making a number 
of improvements to its home for aged 
at Davenport at a cost of $200,000. Liv- 
ing accommodations for 21 persons will 
be added on the third floor, which has 
not been used. An automatic passenger 
elevator will be installed to serve all 
three floors. The first and second floors 
will be renovated. 

Forty-two now live at the home and 
a number of applications are on hand. 

The original Royal Neighbor home, 
costing some $325,000, was opened in 
1931. It is on a hill overlooking the 
Mississippi and Rock rivers. 

Most of the cost of improvements will 
come from the society’s fraternal fund, 
the remainder from contributions from 
various units. 


W. O. W. of Omaha Field 
Men Meet at New Orleans 


Woodmen of the World of Omaha 
had 168 field workers in attendance at 
its meeting at New Orleans. There 
were 184 field men who earned the trip 
with $100,000 of production and an 80% 
persistency and 28 state managers who 
showed a net gain of protection in force. 
Largest gains in membership were made 
by Nick T. Newberry, state manager in 
North Carolina, and R. N. Gossmann, 
state manager for southwest Texas. 

President Farrar Newberry presided. 
Principal speaker was Max B. Hurt, na- 
tional treasurer, who praised the field 
men for producing $84 million in pro- 
tection during the qualification period. 

At a business session on the second 
day J. R. Sims, field manager, presided. 
T. E. Newton, associate field manager, 
presided over a panel on keeping new 
members on the books. R. E. Miller, 
vice-president, presented on behalf of 
the field workers a flag to President 
Newberry. A sales clinic was directed 
by R. H. Abernathy. 





Would Require Approval 


Approval of the insurance department 
would be required for policies and cer- 
tificates issued or delivered by fraternal 
benefit societies in the state, under the 
terms of a bill introduced in the Ne- 
braska legislature. 





MRS. ALICE C. NASH, 85, who 
spent 55 years of her life in the service 
of Royal Neighbors, died at her home 
at Hopkins, Minn. She _ relinquished 
her duties as a member of the society’s 
board of supreme managers, now the 
board of supreme directors, in 1950 on 
account of her health. She had been 
supreme manager for 33 years. A num- 
ber of supreme officers, headed by Mrs. 
Frances L. Torkelson, supreme oracle, 
attended the funeral at Minneapolis. 

Mrs. Nash took a prominent part in 
founding the society’s juvenile depart- 
ment, in erecting its modern office 


building at Rock Island, and in con- 
structing the Royal Neighbor home for 
aged members at Davenport. 


AGENCY NEWS 


Celebrate Big Year at 
Reese Agency Breakfast 


Joseph H. Reese, general agent of 
Penn Mutual Life in Philadelphia, gave 
a breakfast for members of the agency 
and company officers, 220 being present. 

he agency had a 1950 volume of 
$25,647,359. William F. Lee was the 
agency leader and Harry R. McCoy run- 
ner-up. Mr. McCoy was leader in life 
premiums. Lloyd A. Groth, Bethlehem, 
was leader in lives. Mrs. M. A. Min- 
gus, runner-up in lives, was the leading 
woman producer. 

Both Mr. Lee and Mr. McCoy were 
million-dollar producers for the year. 











Klein Agency Celebrates 


The A. R. Klein agency of Home 
Life of New York, Chicago, held its 
annual agency party to observe its great- 
est year in paid-for production; with 
a 16% increase over 1949. It finished 
fourth among all Home Life agencies in 
paid-for production in 1950. 

Milton Perlman, life and qualifying 
member of the Million Dollar Round 
Table, led the agency, followed by 
Jack Little and Bernard M. Marks. 

Appointment of Jack Liebman as as- 
sistant manager was announced at the 
party. 


Hawley Wilson Parley Feb. 1 


The annual meeting of the Hawley 
Wilson agency of Massachusetts Mu- 
tual at Oklahoma City will be held Feb. 
1.- Company men expected to attend in- 
clude Charles Schaaff, vice-president; 
Francis E. Emery, assistant secretary 
and manager of the policy department, 
and Guy Hamm, regional group manag- 
er at Kansas City. The agency finished 
1950 with a record production of more 
than $6 million. 


Kent Has —_— Year 


Winding up its biggest year, the Sid- 
ney A. Kent agency of Prudential at 
Chicago showed an increase of 48% in 
paid business as against a 27% increase 
for Prudential ordinary agencies coun- 
trywide and 16% for the central region. 


Open House for Angert 


Lincoln National held open house at 
Cincinnati to welcome R. W. Angert, 
new general agent there. H. J. Shaffer, 
2nd_ vice-president and manager of 
agencies, and W. T. Plogsterth, director 
of field service, were present from the 
home office. 





Bergen Has 5th Anniversary 


Bernard Bergen, general agent at 
Brooklyn for Mutual Trust Life, cele- 
brated the agency’s fifth anniversary 
with an open house attended by more 
than 200. 

Mr. Bergen was presented with a 
plaque because his agency exceeded its 
quota in 1950 by 44%, top for the com- 
pany for the second successive year. 
The presentations were made by A. H. 
Neil, manager of the eastern depart- 
ment. For the past three years the 
agency has been No. 2 in volume for 
the company. One of its members, 
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8. H. HADLEY, Supreme President 
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Bernard Blumencranz, is the company’s 
leading agent. 


Miller Agency Climbs Fast 





The J. J. Miller agency of Life of Vir- | 


ginia at Chicago was in second place 
for paid business in December and 
wound up in 13th place for 1950 al- 
though having been in business only a 
little over 244 months. 


SALES MEETS 


Mass. Protective, Paul 
Revere General Agents Meet 


The annual general agents’ sales meet- 
ing of Massachusetts Protective Assn. 
and Paul Revere Life was held at White 
Sulphur Springs. President Frank L. 
Harrington reported substantial gains in 

& H., life and group for 1950. 











Speakers included George A. Saas, 
Indianapolis sales consultant; W. E. 
Hamilton, vice-president and general 


manager for Canada; General Agents 
*. N. Hill, Syracuse; A. K. Walter, 
Birmingham; R. L. Kinder, Decatur, 
Ill.; A. F. Edgerton, Charlotte; E. C. 
Thompson, Sioux City; C. P. Dunn, 
Nashville; Milton L. Rose, Los Angeles, 
and Milton A. Schiff, New York. 

Home office men on the program in- 
cluded Edward R. Hodgkins, vice- 
president and manager of agencies: 
Warren <A. Ellsworth, Donald E. 
Moore, T. H. Kirkpatrick, R. P. Hal- 
lock, Russell M. Stobbs, H. Stanley 
Marmaduke, John E. North, Harland L. 
Knight and Charles B. McKenzie. 

Leading agencies in the recent sales 
campaign were honored at the banquet. 
They were: Schiff, New York; Seattle, 
Concord, N. H.; Akron, Dallas, Billings, 
Mont.;: Buffalo, Yakima, Denver and 
Nashville. 


250 Qualify for Houston 
Rally of Southland Life 


About 250 agents and their wives 
qualified for Southland Life’s annual 
convention held at the Shamrock hotel 
in Houston. This is the largest number 
of qualifiers in the company’s history. 

Featured speakers included E. 
Cartwright, general partner of the inter- 
national investment. security firm of 
Merrill Lynch, Pierce, Fenner & Beane; 
Stanley E. Martin, general agent at 
Dallas for State Mutual Life; Commis- 
sioner Butler of Texas, and Dr. Hall 
> oe medical director of Southland 

ife. 

President W. C. McCord presented 
the 1950 production leaders. Joseph 
Woodward, vice-president and agency 
director, presided at the business ses- 
sions and was in charge of arrange- 
ments. 


Jefferson Nat'l Leaders Meet 


Jefferson National’s convention at the 
Edgewater Beach Hotel, Chicago, at- 
tended by qualified representatives and 
their wives, as well as company off- 
cers and directors, consisted of four bust- 
ness sessions covering sales and service 
and climaxed by a banquet. 

E. E. Ballard, vice-president and 
agency director, opened the meeting. 
E. Kirk McKinney, president, congratu- 
lated the field organization on its out- 
standing accomplishments the past year 
and spoke optimistically of the coming 
year. 








L. D. LININGER, Supreme Secretary 
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Dineen Doubts Election Put 
Social Planning on Skids 


In spite of the setback for social 
planners in the recent election this coun- 
try may well witness enactment of more 
costly social legislation, Robert E. 
Dineen, vice-president of Northwestern 
Mutual, declared at the annual meeting 
of the Dolwick agency at Cleveland. 
Mr. Dineen commented: “I believe that 
our burden of taxation will move from 
the existing 25% closer toward the 
British 40%. Not until that happens do 
[ expect the people in this country to 
become more tax-conscious and say that 
they shall have more right to decide 
what shall be done with their own in- 
come and that the politicians shall have 
less. Relief will come only when the 
pressure on the pocketbook nerve be- 
comes intolerable.. Business men have 
felt this pressure already; it is only 
when the man on the street begins to 
feel it that corrective pressures will be 
generated. It will be a typical illustra- 
tion of where the pendulum swung to 
the fullest extent before any serious 
effect was made to return it back to- 
ward the center,” he declared. 

Ray Dolwick, general agent, com- 
mented that the agency paid for more 
than $8,500,000 new business, the best 
year in its history. Also present from 
the home office was Harold Gardiner, 
educational director. 





Metropolitan to Write 
Certain Diabetic Risks 


Metropolitan will shortly add certain 
cases of diabetics to its substandard in- 
surable risks. Currently there are only 
40 life companies that will write policies 
on people so afflicted. 

In spite of the success diabetes suf- 
ferers have had with insulin, doctors 
still consider such people an unfavorable 
risk because of the generally attendant 
arterial sclerosis, or hardening of the 
arteries. It is understood that Metro- 
politan will only underwrite people with 
diabetes after very careful screening, ac- 
cepting only those who have well ar- 
rested cases and who are known to be 
diligent in taking their insulin. Com- 
panies writing these risks have done so 
only in limited amounts and for extra 
premiums. 





Colo. Congress at Denver 


The annual sales congress of Colorado 
Assn. of Life Underwriters was held at 
Denver, with more than 400 in at- 
tendance. 

The general theme of the congress 
was “1951—a Year of Challenge.” Gov- 
enor Thornton and Mayor Newton ex- 
tended a welcome. Speakers were Paul 
Speicher, R. & R. Service, Indianapolis 
publisher; Harry Syphus, Beneficial 
Life, Salt Lake City, trustee of the 
National association; Harry Schulz, 
Mutual Life, and John V. Coe, Massa- 
chusetts Mutual. 








Lewis Cass 


Unze 


Earl 


Lewis Cass, new regional group super- 
‘sor of Pacific Mutual for the San Fran- 
“seo, Seattle and Denver areas, and Earl 
nze, his successor as San Francisco group 
Manager, whose appointments were re- 
Ported last week, are experienced group 
men, Mr. Cass has been in group sales 
Work since 1937, except for two years in 

navy. Mr. Unze formerly was assistant 
Manager at San Francisco. 


YIIM 


Lester Beck Joins Conn. 
General Life at Hartford 


Lester F. Beck has been appointed 
a representative of Connecticut General 
Life in the Hartford agency. 

Mr. Beck has had an unusually di- 
versified insurance career. He is a Phi 
Beta Kappa graduate of Beloit college, 
and started in the business with W. A. 
Alexander & Co. at Chicago. Later he 
was with the National Board and Na- 
tional Automobile Underwriters Assn., 
where he was instrumental in develop- 
ing the uniform automobile policy. Dur- 
ing the war he was named head of 
the insurance department of the navy, 
serving as a civilian. After government 
service he became vice-president of 
Pennsylvania Casualty, and in 1945 he 
joined Travelers as secretary of the 
compensation and liability department. 
In 1947 he was made assistant super- 
intendent of agencies of Travelers for 
all lines. 


Mutual Benefit Builder 
Trophy to H. W. Humber 


Herbert W. Humber, associate gen- 
eral agent of the Murrell Brothers San 
Francisco agency, has won the 1950 
Builders Trophy awarded annually by 
the Mutual Benefit Life to the field man 
engaged in supervisory management 
work who has the most outstanding 
record in organization building. 

Mr. Humber served as supervisor in 
Murrell Brothers Los Angeles agency 
the first half of 1950 and because of his 
management ability he showed there he 
was appointed to the San Francisco po- 
sition, with major responsibility for that 
agency’s administration. The agency in 
1950 showed an increase of more than 

2 million paid for over 1949. 

Joining Murrell Brothers in 1946 after 
his discharge as an air force captain, 
Mr. Humber had a fine record as a per- 
sonal producer before becoming a super- 
visor in 1948. In 1949 he was elected 
president of Mutual Benefit Life Super- 
visors Conference, meeting at St. Louis. 








Violation a Jury Question 


It was for the jury to decide whether 
the insured was killed while acting in 
violation of the law and consequently 
voided the double ‘ndemnity provision 
of his policy, the Massachusetts supreme 
judicial court decided in ‘Gusson vs. 
Boston Life. The court ruled that 
it had been repeatedly held that in 
such policies the burden of show- 
ing that the insured’s death was 
within the excepted or prohibited 
risks is on the insurer; where different 
inferences might be drawn from the 
evidence, a question of fact is presented 
for the jury to pass upon and the judge 
may not rule as a matter of law that 
the defendant is entitled to a verdict 
because the insured was guilty of con- 
duct prohibited by the policy. The case 
was reported in 14 CCH (Life) 707. 





Ariz. Agents Hear Love 


Joseph B. Love, general agent for IIli- 
nois Bankers Life, at the January meet- 
ing of Arizona Assn. of Life Underwrit- 
ers at Phoenix reported on legislation 
being considered by Congress to pro- 
vide free government life insurance to 
military personnel. The New York Life 
film on total needs selling was shown. 





Bush Urges Raising Sights 


Norvelle J. Bush, director of agencies 
of Prudential’s district agencies depart- 
ment, spoke on “Raising Your Sights 
for 1951” before San Antonio Assn. of 
Life Underwriters. 

In spite of the notable sales record in 
1950, Mr. Bush said life insurance is 
not keeping up with the national income, 
percentagewise, and that the average 
amount of life insurance, per individual, 
has fallen from $2,600 to $2,023. This 
condition, Mr. Bush said, would call for 
each life salesman to reexamine his 
methods and plans. 


Mr. Bush listed as reasons for in- 
creased sales of life insurance in 1951 
the new high in population, the fact that 
employment has reached a new high, 
that the net disposable income will be 
higher than for 1950 was less than that 
for 1951, that due to war and credit 
restrictions there will be fewer items 
available for buyers and the maturing 
of series E bonds. 





American Farmers Wins 


The Arkansas supreme court has re- 
versed the trial court verdict in favor 
of the plaintiff in Thomson vs. Ameri- 
can Farmers of Phoenix in a case in- 
volving substituted service of process. 
The supreme court held that there was 
no evidence in the record that American 
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Farmers was doing business at the time 
the plaintiff bought his policy, but the 
main consideration for reversal was that 
at the time he bought the policy, the 
plaintiff, though a resident of Arkansas, 
was temporarily employed in California 
and was still living there when he suf- 
fered an injury within the coverage of 
the policy. The case is reported in 
14 CCH (Life) 708. 


L. & C. Ups W. L. Renick 


W. L. Renick, formerly superinten- 
dent at Roanoke for Life & Casualty, 
has been promoted to district manager 
at West Palm Beach, succeeding W. B. 
Ramer who continues with the agency. 
Mr. Renick was one of the company 
leaders as a personal producer. 


























Well, maybe it is exaggerated—slightly. 
American United representatives Do get 
out and hustle. But this much of the picture 


is true: American United men are RELAXED. 


They are relaxed, because the emphasis 

is on “how good” and not on “how much”; 
because the Agency Department is geared 
to the thinking in the field; because field 
problems are reconciled with Home Office 
thinking; because sales tools are designed 
by successful, experienced men and not 


dreamed up by swivel-chair experts. 


American United is going places . . . with a 
“size” that is big enough to be big and 
small enough to retain that friendly, 
human touch. 








AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK 


INDIANAPOLIS, INDIANA 


PARKWAY AT MERIDIAN ST. : 








NATIONAL RESERVE LIFE 


Topeka, 


A few unusual opportunities open for liberal general 


agent franchises in states 


H. O. CHAPMAN, President 





west of the Mississippi. 














20 


FteNATIONAL UNDERWRITER 


1951 


January 26, 








Newark Agency Record Year 


The Newark agency of New York 
Life had a record year in 1950, with pro- 
duction of nearly $10 million. 

Mrs. Johanette Wallerstein led the 
agency in number of policies sold, with 
205 individual completed applications. 


|| ACTUARIES ||| 
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ENGLAND 
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ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 


Certified Public Accountants 
and Actuaries 


i@ S. La Salle St., Chicago 3, Illinots 
Telephone FRanklin 2-4620 
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INDIANA & NEBRASKA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 

















MICHIGAN 


ALVIN BORCHARDT 
Consulting Actuaries 
76 West Adams, Detroit 26, Michigan 
Phone CAdillac 9515 
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Consulting Actuaries || 
Auditors and Accountants } 


Welfe,Corcoranand Linder 
11@ John Street New York, N. Y. 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA 
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VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
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Stampede to Buy 
Pension Programs 


(CONTINUED FROM PAGE 1) 





add more employes to old contracts, al- 
though the former are still in the minor- 


ity. This, of course, is an ideal situa- 
tion, meaning a substantial amount of 
new income gained from the expendi- 


ture of practically no effort. 

Tooling up is still under way in most 
heavy war industries, and the recent 
announcements of large orders for tanks 
to certain automobile manufacturers and 
orders for airplanes to aricraft concerns 
are apt to be misleading. Actual sig- 
nificant expansion of personnel is some 
months off yet. 


PLANTS REOPENED 








However, old plants are being taken 
out of “moth balls” and new enter- 
prises started and some life companies 
report that such new markets for labor 
as these have already made themselves 
felt in the group business. 

Before Korea there had been a steady 
build-up in the field of welfare insur- 
ance, group life, pension, etc. When 
the cost of living started to rise during 
the summer, unions shifted their atten- 
tion to tangible cash boosts rather than 
fringe or future benefits. Hence there 
was a slackening in the interest in group 
contracts. 

Under wage stabilization and excess 
profits tax, it is anticipated by at least 
the optimistic that there will be a return 
to the demand for fringe benefits, in 
addition to a new disposition on the part 
of the employer to use funds to this end. 
Competition with other companies for 
manpower is another factor which will 
make it to every employer's advantage 
to use whatever enticements he can. 


Natural Growth of Policies 


The picture presently is somewhat ob- 
scured by the fact that coverages in 
most large group contracts are under- 
going a natural growth because of those 
insured automatically reaching higher 
insurance brackets. Hence most com- 
panies’ group figures show a good in- 
crease over this time a year ago even 
though the numbers of people in- 
volved may not presently be appreciably 
greater. 

Still another factor which will delay a 
true reading on the group barometer is 
the practice of many companies which 
requires a new man or woman to be 
employed for one or three months be- 
fore becoming eligible for group partic- 
ipation. Elsewhere, temporary layoffs 
would tend to give a false trend of 
actual decreases in some group policies. 





Brooks Succeeds Davis as 
Guardian Manager at S. F. 


Stanley B. Brooks on Feb. 1 will suc- 
ceed Nelson F. Davis as manager at 
San Francisco for Guardian Life. 


Mr. Davis, because of continuing ill 
health, is retiring after more than 21 
years with the company. He joined 


Guardian as an agent in 1929 and went 
to the home office as a member of the 
agency department the following year. 
In 1935 he was appointed San Fran- 
cisco manager and Pacific coast super- 
visor. 

Mr. Brooks joined the agency in 1935, 


Was appointed agency supervisor in 
1942, and became assistant manager in 
1946. 





Reviews Free Indemnity Plan 


The reasons why the government 
should provide free life insurance for 
the men and women in the armed forces 
were emphasized by John D. Moynahan, 
Metropolitan Life, Chicago, president of 
National Assn. of Life Underwriters, in 
a talk given before the northern Califor- 
nia sales congress at San Francisco. 
There were nearly 1,000 in attendance. 


Would Exempt Pension and 
Profit Sharing Plans from 
Iowa 2% Premium Tax 


DES MOINES—The senate insur- 
ance committee of the Iowa legislature 
reported out for passage bills exempting 
pension and profit sharing plans from 
the 2% permium tax and liberalizing 
the investment law for life companies. 

The premium tax bill would exempt 
policies issued in connection with pen- 
sion or profit sharing plans that are 
qualified under the federal internal 
revenue code. It would not exempt an- 
nuities. 

The bill would permit Iowa life com- 
companies to compete with companies 
in other states, especially in the east- 
ern states. Iowa companies are placed 
at a disadvantage under retaliatory 
laws because Iowa has taxed pension 
and profit sharing plans. 

The investment bill would permit life 
companies to invest in mortgages in 
territorial possessions of the United 
States, permit loans on leasehold estates 
in real property, and include securities 
issued under the Bankhead-Jones farm 
tenant act. 

Sen. Bekman, chairman of the senate 
insurance committee, introduced bills 
to permit insurance companies, both life 
and non-life, to invest in investments 
guaranteed by the International Bank 
for Reconstruction and Finance. 


Mascotte Lincoln National 
Agent of Year for 1950 


L. C. Mascotte of Fort Wayne has 
been named Lincoln National’s company 
agent of the year for 1950. W. P. 
Graham, Washington, D. C., was run- 
ner-up and B. C. Lillis, Ir., Vallejo, 
Cal., was third. This makes the third 
consecutive year Mr. Lillis has been 
among the top three. 

The award is based not only on vol- 
ume of personal paid production but 
also upon the agent’s general excellence 
as an underwriter and counselor to pol- 
icyholders. Mr. Mascotte has been with 
Lincoln National nearly 20 years. He is 
an attorney, a C.L.U. since 1932, a life 
and qualifying member of the Million 
Dollar Round Table, and a holder of 
the national quality award. He concen- 
trates on estate planning and employer- 
employe benefit programs. 


Metropolitan Managers 








to Meet in February 
Metropolitan will hold its first national 
managers’ convention since pre-war 


years at the Waldorf-Astoria in New 
York City commencing Feb. 27 for four 
days. Some 760 managers will gather 
from all sections of the country for this 
important meeting. 

Travel restrictions made such conven- 
tions impossible during the war years 
and because of the great size of the 
company Metropolitan did not see fit to 
resume the practice until this year. 





Cowie, Benson Promoted 
Equitable Society has promoted Wil- 
liam R. Cowie to manager of industrial 
securities, and Robert Benson to assist- 
ant manager of the public utilities de- 


partment. Mr. Cowie joined the com- 
pany in 1937 after other investment 
experience. Mr. Benson went with 
Equitable after prior service in the 


army and as an electrical engineer. 





Quirey Heads New Chapter 


Daniel H. Quirey, Commonwealth 
Life, has been elected president of the 
newly organized Evansville (Ind.) 
C. L. U. chapter. Noble P. Ewing is 
vice-president and K. Stuart Hawkinson 
secretary. 





Open Kansas City Office 

Nelson & Warren, consulting actu- 
aries of St. Louis, have opened a Kansas 
City office in charge of Carl Haase, 
formerly assistant actuary of North 
American L. & C 


Conn. Bill Would Let 
Travelers Form Life Co. 


HARTFORD — A bill has been in- 
troduced in the Connecticut legislature 
which would permit Travelers to or- 
ganize a life company if it becomes ad- 
visable. The measure also would permit 
Travelers to acquire stock of the life 
company if it is organized. 

Other bills affecting life insurance that 
have been introduced would provide for 
equitable distribution of state insurance 
among all companies paying taxes in the 
state; payment by state of hospitaliza- 
tion, surgery, and life insurance pre- 
miums for state employes; and benefit 
payments to individuals involuntarily 
unemployed by illness or other disa- 
bility but otherwise eligible. 


IWO Trial Delayed 


The trial of the suit by the New 
York state insurance department against 
the International Workers Order in 
New York state supreme court has been 
postponed from Jan. 22 to Jan. 29 at 
the request of the I.W.O 


A. D. Reynolds of Reliance 
Named to Pa. Cabinet 


Alan D. Reynolds, since 1930 an as- 
sistant treasurer of. Reliance Life, has 
been appointed secretary of the Penn- 
sylvania department of property and 





supplies in_ the cabinet of Governor 
Fine. Mr. Reynolds has been with the 
company since 1923. He is a _ navy 


veteran of the first war. 





Credit Life Insurers 
to Confer in Chicago 


Representatives of nine companies in- 
terested in credit life insurance will 
meet in Chicago next week at the 
Sheraton hotel. While representatives 
of several of these companies have been 
conferring informally for some _ time, 
this will be the largest such gathering 
that has been held. 

. H. Jarrell, president of Old Re- 
public Credit Life of Chicago, took the 
lead in getting the group together. 


North Is Hartford Speaker 


John E. North, supervisor of sales 
training of Paul Revere Life, addressed 
the January luncheon meeting of Hart- 
ford A. & Underwriters Assn. on 
methods of increasing personal sales. 


Lincoln Nat'l Ups Gadient 


Walter G. Gadient has been pro- 
moted to assistant manager of the in- 
vestment department of Lincoln Na- 
tional Life. 


Can Lose and Win 


The fact that a worker has_ been 
turned down on a workmen’s compen- 
sation claim on the ground that his 
heart attack was not due to an accident 
is no bar to recovering from the same 
insurer under a personal accident policy, 
the U. S. District Court for the District 
of Columbia has ruled in Segal vs. Trav- 











elers. Travelers moved for summary 
judgment, which was denied by_ the 
court. bchg case is reported in 14 CCH 
(Life) 7 


Viieyard Speaks at Memphis 


Foster Vineyard, Campbell & Vine- 


yard, Little Rock, general agents ot 
Aetna Life, addressed the Memphis 
C.L.U. chapter Jan. 22 on the work of 


the American Society, of which he is a 


regional director. 


Hear Tax Talk at Milwaukee 


Robert V. Estes of Wisconsin Tax- 
payers Alliance spoke on “Will the 1951 
Wisconsin Legislature Increase Taxes?” 
at the luncheon meeting of Milwaukee 
C.L.U. chapter Jan. 25. He outlined 
some of the problems the legislature 
faces in that connection. 
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Three years have passed quickly as a Minnesota Mutualite but 
their thrills and pleasures will be long remembered. Herb had 
known for many years that his greatest happiness came 
through services to others. He chose the field of teaching 
which offered challenging and gratifying opportunities but not 
satisfactory remuneration. After four years of school work, the last two as school principal, Uncle Sam 
called for four years of his services. Once away from his chosen vocation he could think more objectively. 


“After weighing the opportunities available Herb finally decided that he wanted to try his hand at 
selling. He made up his mind to get a job that would let him serve others as he desired, yet would bring 
in a satisfactory return. Soon after he became a civilian again, he heard about a career with The Minne- 
sota Mutual. He was elated over the possibilities as a life insurance salesman. This looked like the ‘tailor- 
made’ position he'd been looking for! 


"Herb started right out with a bang and each sale he made was further encouragement to do an even 
better job. With the wonderful Organized Sales Plan and the Success-O-Graph* he finds selling a fine 
vocation. Herb is doubly happy because he is doing a job so vital to people's welfare and because he is 
earning a salary commensurate with the effort he wants to put into his work. When we picked The Minnesota 
Mutual we really found the ‘highway to happiness’! 


Herbert B. Diggs, joined the Reid Thomas Agency of The Minne- President's Dozen, Fifty Club and M Club, company honor clubs. 
sota Mutual November |, 1947 and immediately became one of Herb is a completely happy, enthusiastic Minnesota Mutualite 
the agency's leading producers. He appears regularly on the with a firm belief in all the company's efficient sales tools. 
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THE MINNESOTA MUTUAL LIFE INSURANCE 
COMPANY 
Organized 1880 


The Minnesota Mutual 


Saint Paul 1, Minnesota 


| want to know how Herb Diggs does it. | may be 
interested. No obligation to me, of course. 
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A NORTHWESTERN MUTUAL POLICYHOLDER. As his father had done before him, Dr. Nourse bought his first insurance with this company at the time his son was 
born. And sixteen years later, Dr. Nourse started still another program of life insurance—this time in the name of the boy himself. 
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A message of importance to every man who has a family, by DR. EDWIN G. NOURSE 


Noted economist, formerly Chairman of the President's Council of Economic Advisors 






2 geome no other generation has placed so 
much emphasis upon economic security. 
“Yet | think that we occasionally need to be re- 
minded that the kind of security to be most prized 
is that which we as individuals work out for our- 
selves. For this is the way of personal freedom. 
“That’s why I am so strongly in favor of indi- 
vidual programs of thrift and life insurance. 
These plans can be even more effective today be- 
cause they are usually supplemented by Social 


Security and,in many instances, by pension funds. 

“The freedom to save and invest, by whatever 
means we wish, is a privilege we enjoy under our 
free enterprise system. 

“In exercising that privilege, we actually help 
to safeguard this proved system of ours. For the 
money we place in life insurance and other vol- 
untary plans for family security is in turn invested 
to create more and better goods and services 
—and, through them, brings a richer life to all.” 


Lhe NORTHWESTERN MUTUAL 


APPEARING IN: NEWSWEEK, 
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WHY POLICYHOLDERS ARE SO LOYAL 


TO NORTHWESTERN MUTUAL... 


HIS company is one of the six largest. It has 
more than 90 years’ experience and an out 
standing reputation for low net cost insurance. — 
This emphasizes that there are significant differ= 
ences among life insurance companies. It is one 
reason why each year nearly half the new life insure 
ance issued by this company goes to those who arey 
already in the Northwestern Mutual “family.” 
Have you.reviewed your life insurance program « 
within the last two years? If not, you'll find it @ 
distinct advantage to call upon the skill and under« 
standing of a Northwestern Mutual agent. 


JAN. 28; TIME, FEB. 12 


